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A Progressive SURETY and CASUALTY Company 








Answer Quick! 
A LIVE, ACTIVE 


DISTRICT MANAGER ana 
SOLICITOR WANTED 


IN 


OKLAHOMA 
WISCONSIN 
INDIANA 
MICHIGAN 


By the 
Oldest Mutual Association 
of its kind 


Address ERNEST W. BROWN, Secy.- Treas. 


INTERSTATE BUSINESS MEN'S 
ACCIDENT ASSOCIATION 
BROWN BUILDING “ DES MOINES, IOWA 
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Start Out To Win— 


and you will make 1922 a successful year. 


There is every indication that business conditions 
will be better.‘ Credit and banking situations have 
cleared—money is nearer a normal rate—inventories 
have been liquidated and new building activities are 
on the increase. 


eu ATT 


To aggressive agents, better business condi- 
tions will mean a demand for more insurance . 
on all properties—new buildings, increased 
stocks and values. 


The American Eagle, anticipating this increase in 
business, is prepared to give active agents the benefits 
of strong and broad underwriting facilities and every 
possible sales assistance. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Cash Capital, 
One Million Dollars 


Western Department 
James A. Swinnerton, E. A. Henne, Secretary 
Pieésidant Fa 207 West Jackson Blvd. 
: (me — CHICAGO, ILLINOIS 
Home Office: AMET Pacific Coast Dept. 
80 Maiden Lane, , C. E. Allan, Sec’y. 


New York “AMERICA Fore” SAN FRANCISCO ®t Cat. 





Henry Evans, 
Chairman of the Board 
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UP TO THE MINUTE! 
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The Reliance Life prides itself on always being strictly ‘‘up-to-the- 
minute.”’ 





























From time to time we have pioneered various new features into the 
field of life insurance. 
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Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY : 


It is a policy with a human appeal! 
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In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 








A policy containing the sulphitic features we have introduced gives you 
‘the something different’”’ to talk to your prospects. 





It will stand the test of grilling competition—and come out victor. ry 
Time has proved that. 























AND— 


Our agency contracts are more than liberal. 














How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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Opinions Differ as to 1922 


Insurance Men Generally Optimistic, However, 
That New Year Will Be Better 


possibilities. The past months have not 
been altogether as productive in the insur- 
ance business generally as some might have 
wished. There have been some cases of 

unqualified success in all branches of the 
business and some cases of absolute failure, but in general 
there seems to have been a year of little profit and much loss. 
The last few months have shown a better tendency. and for 
the most part underwriters in the several branches of the busi- 
ness are confident that another year will show a turn for the 
better. 

In order to place before the insurance public a concise idea 
of how the underwriters feel, THe Specraror has secured the 
opinions of a few of the more prominent among them, some 
For in- 


pessimistic and some cptimistic in their predictions. 
stance, A. Duncan Reid, president of the Globe Indemnity Com- 
pany, and also of the International Association of Casualty and 


Surety Underwriters, says: 
1922 will be a diffident year. 1 base this belief upon the fact that 
most of the casualty companies derive the larger portion of their income 
from workmen’s compensation insurance, and I do not believe that they 
have yet felt the full effect of the reduction in payrolls. It will 
be a year when executives will have to keep their heads level and their 
feet upon solid ground. It will be a year of greatly reduced premiums, 
which must be offset by tremendous labor upon the part of the producers. 


Wittram B. MANN, SUPERINTENDENT OF AGENTS, OCEAN ACCIDENT AND 
GUARANTEE CoRPORATION 
| am thoroughly optimistic regarding the prospects for 1922. The 
results of the past year have convinced me that hard work and efficiency 
can overcome adverse conditions. I believe that business is bound to be 
better during the coming year. 


WitttAm E, TAytor, VicE-PRESIDENT, THE EQuiTABLe Lire ASSURANCE 
SociETY OF THE UNITED STATES; CHAIRMAN, THE LIFE 
AGENCY OFFICERS ASSOCIATION 

1922 should be a good year. A properly organized and trained agency 
staff will show results despite any adverse conditions in the business 
world. I look for increased production among life insurance agents and 
a better class of business, 


WitttAm H. McGee, Presipent, W. H. McGee & Co., NaTIonAL Boarp 
OF MARINE UNDERWRITERS; MANAGING DrirEcTorR, THE 
MARINE SYNDICATES 


We are told that America exports only the surplus of its manufactured 
products. When we consider that it will take some time for our manu- 
facturers to show a surplus output, and that marine insurance depends 
entirely upon oversea commerce, the outlook for the marine underwriter 
is anything but satisfactory. If the Federal Government goes into the 
insurance business, as it threatens to do, conditions naturally will be 
worse, but I doubt if this will happen. At the moment, the business is 
not what we would like to see it. 


P. S. Powers, PRESIDENT, THE INSURANCE FEDERATION OF AMERICA 

I believe the outlook for insurance in 1922 is for steady and consistent 
improvement, depending on industrial and commercial conditions. This 
improvement must therefore be slow and gradual. I do not look for any 
radical change or any sudden increase but a steady trend for the better. 
CasE, PRESIDENT, NATIONAL ASSOCIATION OF INSURANCE 

AGENTS 

Reports to me from State association officials throughout the country 
indicate in most cases an optimistic point of view for the new year. 
Many look for greatly improved conditions and better business. Agents 
enter the new year with cordial relations with companies and a real desire 
to give their patrons dependable service. The National Association is 
in excellent condition, and anticipates the continuance of the cordial 
existing relations with the companies and the public. 


James L. 


(Continued on page 33) 
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Building Construction as Applied to Fire Insurance 


Various Types of Construction Described and 
Safety Measures Suggested 


By C. C. Dominge 


N the lecture of last week we discussed the 
poorest type of building, 1. e., “Frame 
Construction,” in which the entire struc- 
ture was composed of combustible material, 

Ae: ee and today ordinary, or non-fireproof, con- 

ee struction is the topic. 

SGA at This type of construction is similar 

to frame construction with one exception, 
and that is the outside walls. You must thoroughly understand 

“ordinary construction,” as a large majority of all buildings 

are of this type. Briefly speaking, the walls are brick, while 

the floors and roof are single 1-inch boards on wood beams. 

Any brick building inferior to semi-mill construction can prop- 

erly be termed “ordinary.” It is advisable to discuss the erec- 

tion of a loft or manufacturing building rather than a building 
of lighter construction, such as dwellings or tenements, in that 
more structural features can be outlined. 

The “footings” and foundations are in substance the same 
as in a frame building except that they are more substantial 
because of the greater weights to be carried. 

The Building Code of New York City limits the height 
of a building of this construction to six stories, or not exceed- 
ing 75 feet, but according to best practices the height should 
not exceed four stories, or 55 feet. There are buildings stand- 
ing today much higher than 75 feet (notably the Sheppe Cocoa- 
nut Building on Duane Street), but their erection would not be 
permitted today. Fire Department hose streams are seldom 
effective above the 6th floor, or a height of 75 feet. 

The area, according to most experts, should not exceed 5,000 
square feet—in other words, 50 feet by 100 feet—unless divided 
by substantial division walls with standard fire doors at the 
openings. Large areas increase the chance of a fire getting 
away from the Fire Department, while small areas confine a 
fire. 









STRUCTURE OF EXTERIOR WALLS 

The exterior walls should be built of a good quality of com- 
mon brick, and in the mercantile and manufacturing class of 
buildings, their thickness, according to the New York City Code, 
should agree with the following table: Buildings under 40 feet 
high can have 12-inch walls. Those over 40 feet and not more 
than 60 feet should have 16-inch and 12-inch walls. Buildings 
over 60 feet up to 75 feet high require 20-inch and 16-inch 
walls. The National Board of Fire Underwriters Code re- 
quires a much higher standard. The Building Code does not 
require a party wall to be of any greater thickness than an 





Copyright, 1921, by The Spectator Company, New York. The above is one of a 
series of lectures given by Charles C. Dominge before the students of the junior 
course of the Insurance Institute of America at New York. These, with important 
information concerning Inspections of Risks, will shortly be published in book form. 
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independent wall, and this is good judgment where walls of 
sufficient thickness are demanded. There would, however, be 
a serious fire hazard if a party wall less than 12 inches were 
used, in that the beams resting on each side of a party wall and 
extending 4 inches on same would, if their ends abutted, form 
a communication and allow a fire to travel through the opening. 

The building which we are about to construct is approx- 
imately 50 by 100 square feet, which you can readily see calls 
for a greater span than the ordinary floor beam in use (floor 
beams usually being not more than 25 feet long). In buildings 
25 feet wide or less, beams are laid from wall to wall without 
any center support. Therefore, in the basement of the build- 
ing under discussion, a center row of brick piers 1s built having 
a stone or cast iron bond and a cap-stone in order to strengthen 
them and distribute the load. The bond or cap-stone should be 
covered with at least 2 inches of Portland cement concrete or 
brick-work. There have been cases where a stone cap on a 


(Continued on page 13) 
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HOLIDAY GREETINGS 
HE SPECTATOR has received a 
great many cards from insurance 
companies, company managers and agents 
conveying holiday greetings, and we take 
this opportunity to express our apprecia- 
tion of the good-wishes so expressed. 


NEW YEAR THOUGHTS 

HE symbolical character representing 

the year 1921 should, in so far as the 
business world is concerned, have been 
represented, at its entrance, as a bad- 
tempered and altogether undesirable 
child. Its growth into the stage of the Old 
Man with the Scythe, about to breathe 
his last, should show some slight tendency 
toward a broader charitableness with in- 
creasing age. ‘The crying babyhood of 
1921 kept many a man pacing the floor 
all night; the youth of 1921 was a con- 
tinuous source of anxiety; its middle age 
was marred by long sicknesses; and in 
its declining days it has taken delight in 
harrying many a man to the door of fail- 
ure. May the spirit of 1922 be of gen- 
tler breed! 

1921 has been a year to test the strength 
of men, a year during which the weak 
have grown weaker and the strong 
stronger. Some survived the test because 
they were strong, some because strong 
men were behind them and would not ler 
them fall. Some fell. One and all look 
forward to a year of less harassing 
times. They hope for better things. Their 
hopes are not based so much upon tangi- 
ble facts as upon a general feeling of 
optimism—something tells them that they 


have been stamped on long enough. In 
these hopes THE Srecraror concurs. It 
looks forward to a bigger, better year for 
all. And so, truly expecting to see its ful- 
fillment, THE Spectator wishes all its 
readers A Happy New YEar! 





THE FARMER’S ‘UNHAPPY LOT 
OT so many years ago the farmer, 
particularly in the Middle West, was 


~at the flood tide of his prosperity, and 


mortgages were being paid off at a rapid 
rate. Now the farmer in the same gen- 
eral territory is having a hard time to 
pay his interest, taxes, and living ex- 
penses, 

Many farmers have been forced to 
relinquish their life insurance because of 
inability—real or fancied—to pay their 
premiums, and the policies so lapsed this 
year will amount to a large sum in the 
aggregate. 

Nevertheless, if the farmer would but 
realize it, this is the time when he and his 
family need life insurance the most. If 
the farmer, with his knowledge and ex- 
perience, cannot this year make his run- 
ning expenses, how much less would his 
family be able to do so in case of his 
decease? His death without life insur- 
ance would mean disaster to his family. 
He must continue his life insurance, and 
if he is unable to meet all of his current 
obligations, he should make his family 
the one preferred creditor by keeping up 
his premium payments. 

It is to the advantage of his other 
creditors, also, that his life insurance 
should be maintained in full force and 
effect, so that they may be better pro- 
tected in the event of his death before 
his obligations have been paid off. 

It is, therefore, the duty of the farmer, 
when confronted with greater debts than 
he has ready money to meet, to first pro- 
vide the immediate necessities of life 
for his family, and, next, to maintain a 
reasonable amount of life insurance. If 
he continues to live, the tide will turn 
and he will be able to square up his un- 
paid accounts. But if he should die 
before they have been paid, his life in- 
surance will take care of his debts, as 
well as safeguarding his family against 
immediate want or the imperative sacri- 
fice of his farm. 





TTENTION was recently drawn by 
Willard I. Hamilton, second vice- 
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president of the Prudential Insurance 
company, of Newark, in a letter to THE 
SrectaAtor, to British statistics relating 
to men continuing business when well 
along in years. Mr. Hamilton stated that 
the British statistics referred to indicated 
that at ages 65 and upwards not less than 
55 per cent of males were still actively 
engaged in various occupations, and at 
age 65 it is probable that the correspond- 
ing ratio would approximate 75 per cent. 
These figures are rather surprising to the 
average layman; indeed, a statement was 
recently made that 90 persons out of I00 
are dependent at age 65, but the statistics 
quoted from by Mr. Hamilton are doubt- 
less authoritative and indicate an increas- 
ingly extended longevity, and a greater 
degree of health and vigor, than have 
prevailed in the past, at least among the 
Anglo-Saxon races. 


J. LESTER PARSONS NEW PRESIDENT 


Succeeds George R. Branson in United 
States Fire 

J. Lester Parsons, formerly vice-president of 
the United States Fire Insurance Company, has 
been elected president, succeeding George R. 
Branson, who resigned in order to devote his 
entire time to his adjusting business. Mr. 
Parsons had been active in the management of 
the company for many years. 

Mr. Parsons started with the company of 
which he now becomes head in 1886 as an office 
boy. In 1892 he became associated with the 
firm of Crum & Forster. He has been the un- 
derwriter for the companies under the manage- 
ment of the Crum & Forster interests for many 
years. 

Mountain States Life Sues 

The Mountain States Life of Denver, Col., 
has, according to the Denver Post, started a 
suit for $900,000 damages against Jesse M. 
Wheelock, Colorado general agent for the 
Northwestern Mutual Life, the Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Earl Wilson, former Insurance Commissioner 
of Colorado, and others, in the Denver District 
Court. The suit is an outgrowth of the at- 
tempts which have been made to prevent the 
Mountain States Life from following its chosen 
plan of organization and the conduct of its 
business. The Mountain States Life also wants 
the defendants enjoined from further activities 
in opposition to it. 


H. N. Eyre Co. and Slosson & Smyth to 
Merge 

It is learned that from January I, 1922, the 
Henry N. Eyre Company, Inc., of 44 Cedar 
street, New York, will be amalgamated with 
Slosson & Smyth. Henry N. Eyre is president 
of the Henry N. Eyre Company, and Walter C. 
Stearns, Jr., is secretary. The new arrange- 
ment will permit Mr. Eyre to give closer per- 
sonal attention to the needs of his many clients. 
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COMPLETE COVERAGE 


Automobile 
Insurance 


§nternational Jndemnitp Co, 
Home Office: Los Angeles 





North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 


Lines Written: 


Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W.G. ot ” Asst. Secretary 
Vv. . BECKER, Treasurer 




















QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEFIT for accidents occurring while riding in 


epee United States Fidelity & 
ifs Sa Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
—— 80, 1920. 

















PRIVATE or PUBLIC AUTOMOBILES CAPITAL PAID IN CASH.................. $4,500,000.00 
20 per cent. of all accidents reported are Auto Accidents SU) fe 2) De a pee ear $4,332,069.78 
and no class of risk is more exposed to this hazard, through constant use, PRESERVED oe 6.iiaiiic 5.0.0.0 8001o0.0% 21,705,056.69 26,037,126.47 
than the Preferred risk. They will want this policy. 
THE PREFERRED ACCIDENT INSURANCE CO. TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537,126.47 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 











National Liberty 


Jusurance Company of America 
INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
seen ae ide 1, 1921. 


—_ are... . .$1,000,000 .00 
Asse ate ien ie ere ec . .12,071,029 .44 
Liabilities including ‘Capital... Ue keabienaad nt diene 8.565,072 .02 
ee Rare e nds awne be-xu nc awe" 3,505,957 .42 
Surplus to Policy Holders. . ... 4,505,957 . 42 


HEAD OFFICE: | 








709-717 Sixth Avenue, Cor. 4Iist Street, New York. 


FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 


Northern Underwriting Agency, Inc. 
15 William Street 


New York New York 














INCORPORATED 1832 


Virginia Fire and Marine 


INSURANCE COMPANY OF RICHMOND, VA. 
January - 1921 


Reserve for Unearned Premiums.. $1,229,149 .74 


DEES MD UNIILADE 5c oo: 6.00 sierssosw os 609 0 ere Be 279,621.66 

CN SRSA a) ea $500,000.00 

Net Surplus. . neue eee . 920,674.65 

Surplus to atin PEE RRR RE RE EES $1,420,674 .65 
Total Assets............ $2,929,446 .05 


Wm. H. Palmer, President E. B. Addison, Vice President. 
B. C. —— Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent. 





THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 1869 


LONDON GUARANTEE & ACCIDENT 0, Ltd-, °Ewetann’ 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, Mass. 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . .  $1,250,000.00 
Net Surplus, . . . . $2,086,742.08 
Surplus to Policyholders, $3,336,742.08 
WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr 
W. T. BASSETT Ass’t Manager 
CHICAGO, ILL. 





EASTERN DEPARTMENT 
D. H. DUNH. nee” 











KAY, 
A. H. MABSINGER, See Sec’y 
NEWARK, N. j. 





ESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 


FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1921 


ASSETS. AC iwecstekdedtendes- ies 
SURPLUS IN UNITED STAT ES. weTrrte rr eee $1,734,843 


TOTAL LOSSES PAID IN UNITED STATES FROM 
1874 TO 1920 INCLUSIVE. See Rabe 


$48,637,048 
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FIRE INSURANCE NOTES AND EVENTS 
































NEW YORK SURVEYS 

The Investment Increase.—The increase 
in the value of investments will, if it continues 
and holds up to January 1, counterbalance to an 
extent the increased losses of the past year, as 
well as the increased expense account. In a 
sense, of course, that is not the way to make 
money in the insurance business, but as the de- 
crease was one of the ways by which money was 
lost, the increase will be regarded as on the 
other side of the ledger, and it bids fair to help 
out on the balance sheets to quite an appreciable 
extent. 

Christmas Tree Results.—We are improv- 
ing in some respects, because the report of the 
New York Fire Patrol covering the Christmas 
Day fires reports only six fires caused either by 
candles or an open flame, and two due to a 
short circuit of the electric lighting of the tree. 
In a city of approximately 6,000,000 this is not 
a record to be ashamed of. 


The New Quarters.—A special committee, 
consisting of Mr. Jarvis, chairman of the execu- 
tive committee; Mr. Potter, a member of the 
executive committee, and Mr. Hardy, secretary, 
all of the Insurance Society, are engaged in 
securing a new home for the society. Various 
sites, so to speak, have been looked at, but no 
final decision has been reached. One interesting 
thing is being learned, and that is that there is 
not such an absolutely fixed market for square 
feet as there was not so many months ago. It 
is possible to develop adjustments between the 
buyer of square feet and the seller thereof that 
a year ago would have been deemed impossible. 
The society now has 800 square feet, and it is 
desired to secure approximately double that 
space for the enlargement of the library and 
other activities. It is rather expected that a 
decision will be made within a week or ten days, 
although the present lease does not expire until 
May I. 

Why January?—Why should we be so 
fussy about showing a profit at the close of 
business December 31 of any year? Asa mat- 
ter of fact, is not the insurance business a con- 
tinually going affair? It is not limited or cir- 
cumscribed by certain dates in the year. We 
fancy if it were not for legal necessity, not so 





much attention would be paid to showing a cer- 
tain result on a certain date. We scarcely ever 
achieve this in any department of human need; 
why, then, should we expect to do it in business 
affairs? 


PHILADELPHIA NOTES 


Preparedness.—Something real unique in 
the fire insurance business is the action taken by 
the firm of Robert Coyle & Co. of this city in an 
announcement which they have just made to 
their clients. The announcement points out the 
fact that possibilities for a large conflagration 
exist here which might cause catastrophes simi- 
lar to those of Boston, Baltimore, Chicago or 
San Francisco. To give all their clients adequate 
protection they have deposited duplicate copies 
of all their office records with a large safe de- 
posit company in Camden, and each day send 
duplicates of the day’s business there for safe 
keeping. The plan has been subject of much 
favorable comment here. 

Gave a Christmas Party.—This year. as has 
been the case for five consecutive years, the 
office of Stokes, Packard Haughton & Smith, 
gave a real Christmas party to about forty poor 
children in the neighborhood of their office. A 
real Santa Claus presented each of the children 
with suitable gifts, candies, toys and clothing, 
and songs were sung and a Merry Christmas 
rally enjoyed by all around the beautifully deco- 
rated tree provided for the occasion, thus making 
glad forty little hearts that would otherwise 
not had even a glimpse of Yuletide festivities. 


Good Federation Year.—lrom the office of 
the Insurance Federation here come reports that 
they have just closed a very successful year, 
and look with great expectation into the possi- 
bilities for 1922. This good work is largely due 
to the untiring efforts of the executive commit- 
tee, consisting of S. H. Pool, A. H. Reeve, J. B. 
Longacre, Jj. W. Doriss and Alfred G. Hare, all 
prominent Philadelphia insurance men. 


A Real Party.—The Red Rooster Local 
Counter Mens Association had a real party last 
week at Kugler’s. Cock of the Walk Price pre- 
sided and, as usual, his crowing was up to 100 
per cent standard. (Judge) Ruhl also was 
present. 


CHICAGO AND THE WEST 

Captain John N. Bell Dies.—George H. 
Bell, Western manager of the National Fire, 
was called to Dayton, Ohio, last week by the 
death of his father, Captain John N. Bell, who 
died suddenly on his eighty-fourth birthday. 
Captain Bell was for many years of the Bell & 
Hoskins Agency at Dayton, but retired from 
the business several years ago. 


Yuletide Activity—The entire official staff 
and office force of the Western departnient of 
the Insurance Company of North America and 
its affiliated companies have organized for the 
purpose of providing a Christmas for forty-four 
families of six members each. These families 
will be provided with flour, canned vegetables 
and fruit, coffee, sugar, milk, soups and soap, 
as well as with money with which to buy meats. 


John Marshall, Jr. in Chicago.—John 
Marshall, Jr., vice-president of the Firemans 
Fund, is spending the Christmas holidays in 
Chicago with his family. Before returning to 
the Coast he will visit several Eastern cities. 

New Hampshire Fleet Makes Changes.— 
Thor L. Swanson has been appointed special 
agent for the County Fire and Granite State for 
Illinois outside of Cook county. Mr. Swanson 
commenced his insurance career with the West- 
chester several years ago, but left this company 
for a year and a half while he served in the 
Western farm department of Connecticut. 

J. Brundit, General Adjuster—James 
Brundit, State agent for the Great American 
and affiliated companies in Oklahoma, has been 
appointed general adjuster of the company at 
the Western department office in Chicago. Mr. 
3rundit has been with the Great American for 
over thirty-three years, during which time he 
has been in both office and field. He succeeds 
John A. Martin, who recently resigned to go 
with the Underwriters Adjusting Company as 
manager of the Detroit office. 


PACIFIC COAST 
J. H. Jenkins Succeeds J. W. Going.— 
J. H. Jenkins of Los Angeles has been appointed 
general agent for the North American National 
Fire Insurance Company for the entire Cali- 
(Continued on next page) 
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TEXAS FIRE COMMISSION 


G. N. Holton Expected to Succeed 
T. M. Scott 


HAS FILLED OFFICE OF STATE 
TREASURER 








Appointment Not Unsatisfactory to Insur- 
ance Men, Is Belief 

It is becoming more generally believed in 
Texas that G. N. Holton is to be the next mem- 
ber of the Texas State Fire Insurance Commis- 
sion, following the expiration next February 
of the term of T. M. Scott, who is not seeking 
reappointment. 

Mr. Holton was until recently State Treasurer 
and was given the position of actuarial statis- 
tician of the commission at an annual salary of 
$3000. The commissioners receive $3600 per 
annum. 

Serving in his present position, Mr. Holton is 
obtaining some of the information needed when 
he becomes commissioner. The governor prom- 
ised him the place if he would serve as State 
Treasurer in the interim following the dis- 
covery of a shortage in the Treasury Depart- 
ment and arrest of a former chief clerk there. 

While the fire company operating in Texas 
asked for the appointment of a man who has 
had experience in the business, they will not 
interpose much objection to Holton. The com- 
mission has not and will not have a single mem- 
ber who has had experience in the fire insurance 
business, all three members having followed 
other lines. 


Lower Rate for Oakland 

Oakland, Cal., has been notified by the Board 
of Fire Underwriters of the Pacific that a re- 
duction of 5 per cent will soon be made in the 
fire insurance rates of that city’s down-town 
district. This action on the part of the Board 
of Fire Underwriters is the result of an aggres- 
sive campaign that has been waged during the 
past several months by Oakland business inter- 
The reduction will apply to risks bounded 
street, Lake 


ests. 
by the estuary, Twenty-fourth 
Merritt and Market street. 


SURVEYS 
(Continued from previous page) 








fornia field. The appointment was made by 
Assistant Secretary Hodge, who has been on 
the Coast for several weeks. Jenkins will main- 
tain offices at both Los Angeles and San Fran- 
cisco. He has already assumed his new duties. 
The North American National was formerly 
represented by James W. Going, who recently 
resigned to become actively associated in the 
management of a new fire insurance corporation 
being organized at Los Angeles. 

Winter Lectures—The winter lecture 
course for the benefit of the associate members 
of the Fire Underwriters Association of the 
Pacific closed December 19 with a banquet at 


one of San Francisco’s leading cafés. The 


spring course will be opened shortly after the 
holidays. The lectures are held every two weeks 
and are excedingly popular, 





NEW HAIL RATES 





Department Study Some 
Difficulties in Schedule 


Kansas 





BECOMES EFFECTIVE JANUARY 1 





Question of Cash Credits Being Considered 
By Superintendent Travis 


Frank L. Travis, Kansas Superintendent of 
Insurance, has held up the new hail schedule 
temporarily until some method can be worked 
out to remove the chance of possible dis- 
crimination in the handling of the business. The 
new schedule, completely revolutionizing the 
handling of the hail lines and making material 
reductions in the rates, was recently filed and 
was scheduled to become effective January I. 

The question which has arisen is over the 
differential rating when cash is paid by the 
policyholder or when a note is given. There is 
a 10 per cent credit allowed for cash payment 
when the business is written. One of the fre- 
quent causes of complaint in previous years was 
that the banker-agents were able to write the 
business and accept notes for the premiums on 
the same basis as if cash were paid. 

This was a plain violation of the. anti-dis- 
crimination law, but it applied only to the 
banker-agents or to agencies of such size that 
they could afford to carry the notes in their own 
offices. The department issued a rule against 
permitting the bankers to allow the cash credit 
when notes were given. 

“I am going to try to work out some scheme 
which will obviate this difficulty,’ said Colonel 
Travis, when he announced that the new sched- 
ule would not go into effect at once. “I expect 
to have the plan worked out in a few days and 
will submit it to the companies and ask them to 
file it as part of their schedule.” 

In the past the companies have been required 
to collect the interest on the notes. The bank- 
ers did not like this, as they preferred to give 
customers the same rates all the way 
It was 


their 
through and did not charge the interest. 
partially an accommodation business, anyway, 
and their commissions were sufficient to pay all 
the expense attached to handling the business. 
The bankers made no effort to get the business, 
but took what came to them. 


Fire Companies Sue in Des Moines 

Nine fire insurance companies at Des Moines 
appear as plaintiffs in an unusual damage case 
in the courts of this city, in which they are 
suing the Des Moines Electric Company for 
$4,287.32. The companies allege that through 
the carelessness of two employees of the de- 
fendant, sparks dropped from where two wires 
entered a meter and set fire to cotton stacked 
beneath the meter in the Schmitt & Henry 
furniture factory. The plaintiff companies are 
American Central, Citizens, Commercial Union, 
Firemans Fund, Hartford, Liverpool and Lon- 
don and Globe, Queen, Springfield Fire and 
Marine, and Insurance Company of North 
America. 


Fred J. Sauter has been appointed sole Chi- 
cago agent for the new Employers Fire Insur- 
ance Company of Boston. 
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DEFENDS ACTION 


Texas Commissioner Writes to Col. 
Joseph Button 





SAYS EXAMINATION PLAN IS MIS: 


UNDERSTOOD 


Declares His Department Merely Wants to 
Participate 

Ed Hall, Texas Commissioner of Insurance 
and Banking, insists that it is the policy of his 
department to participate in all examinations 
made of insurance companies, including fra- 
ternals, operating in Texas, whether the home 
offices of such companies are in Texas or not. 
His position in this matter is made clear in a 
communication he has addressed to Joseph But- 
ton of Richmond, Va., chairman, committee on 
examinations, National Convention of Insurance 
Commissioners. It develops there seems to have 
been a misunderstanding on this proposition. 
The attitude of Commissioner Hall is fully set 
forth in his letter to Mr. Button, the text of 
which is as follows: 

Referring to your letter of November 28, and 
also answering whatever criticism may have 
been made of our letter of November 22 at the 
commissioners’ convention held recently in New 
York, it appears that there was a misunder- 
standing by a number of the commissioners of 
the extent of participation intended in our let- 
ter. It did not occur to us that such an interpre- 
ation would be given, else an explanation would 
have been made. 

In that letter it was stated that the commis- 
sioner, in supervising the operation of the in- 
surance companies and fraternal benefit societies 
which operate in Texas and whose home offices 
are in other States, deems it best that this de- 
partment participate in all examinations made of 
such companies and societies. 

We desired to participate in the results of all 
examinations. It was not our desire to place 
any extra expense for examinations upon any 
of the companies, but we felt it perfectly just 
and legitimate for this department to be advised 
of all examinations made of the companies 
which do business in Texas. We were desirous 
of having on file in our office a copy of the re- 
port of each examination and any criticism of 
the examiners, as we frequently want to refer to 
these reports and we want to be in position to 
furnish the public upon request any information 
in regard to the standing of companies which 
operate in Texas. As the matter now stands, we 
have to write for it. We see no reason why the 
examiners could not furnish these extra reports 
or the companies could have them furnished to 
all of the States in which they do business. 

Our only purpose was to render a service to 
the insuring public, and we feel that this is our 
duty. ——_——. 


F. D. Barnum Dies 
F. B. Barnum, well-known Iowa fire insur- 


ance field man, died Saturday evening at his 
home in Des Moines. He had been a resident of 
the city for thirty years and was long special 
agent in northeastern Iowa for the Phoenix of 
Connecticut. The body was taken to Oskaloosa 
for interment. 
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CECIL F. SHALLCROSS 
By -¢, B. Pera, Je. 


‘Why, if that man would let me be his cam- 
paign manager, I’d guarantee to elect him to 
any job he wanted in any town—and within six 
months after his arrival!” 

That brief sentence uttered by an explosive 
enthusiast who is well known in the insurance 
world and is willing to stake his life against 
a celluloid collar that he could deliver on his 
guarantee, if given the opportunity, connotes to 
the imaginative mind all the forceful traits and 
characteristics that have combined to make Cecil 
I. Shallcross the recognized success he is today 
-—United States manager of the North British 
& Mercantile of London, England, and presi- 
dent of its associated companies: the Pennsyl- 
vania Fire of Philadelphia, Pa., the Mercantile 
of America and the Commonwealth of New 
York. 

(Incidentally, contrary to the usual in these 
United States this imposing array of titles 
means as much as they would appear to at first 
blush; translated into the ever-interesting 
terms of men and money, they mean that Mr. 
Shallcross ‘is the-acknowledged general of ap- 
proximately 1000 employes and some _ 15,000 
agents scattered throughout the length and 
breadth of the country, as well as director of 
nearly $30,000,0co that comprise the assets of 
the United States branch of the North British 
& Mercantile and its allied companies.) 

Before we are lured into the tempting realm 
of comparisons, however, let us go back to our 
original thought. We said that our original 

sentence connoted to the imaginative mind all 
the traits and charactertistics which have com- 
bined to make Cecil F. Shallcross the recog- 
nized success he is today. And that it does. It 
implies that he is possessed of “pep,” push and 
a pleasing personality, of a memory most re- 
markable, of the driving energy of a dynamo, 
of shrewd business acumen coupled with the 
courage to do and dare, of a warm humaneness 
that manifests itself in his every smile, his 
every handclasp, of consideration for the other 
fellow far beyond the limits laid down by the 
general run of self-absorbed mankind. All 
these qualities Mr. Shallcross is endowed with— 
and in good Christian measure—as anyone who 
has ever rubbed elbows with him will tell you. 

“Fine,” we hear some “strictly American” 
Provincial exclaiming, “and in what part of the 
United States was he born?” 

To which we must truthfully reply that Mr. 
Shallcross is an American by adoption rather 
than birth or education. The County of 
Cheshire, England, claims the distinction of 
being the locality in which he first saw the 
light of day—some forty-nine years ago; but, 
be that as it may, he is the most un-English 
Englishman you ever laid eyes on—this for the 
benefit of our “strictly American” provincial. 

He says no one can do his work properly 
unless he keeps physically “fit’—and Mr. Shall- 


cross looks as if he lives up to the creed. After 
smoking tobacco for 25 years he came to the 
conclusion five years ago that he could work 
longer and faster without it. The result justi- 
fied the experiment, in his opinion, and he hasn’t 
smoked since. He is not thin nor yet fat, a 
happy medium one would say; he has a firm 
chin, generally indicative of a forceful char- 
acter; a keen sense of humor is numbered 
among his memorable charactertistics; while 
the fact that his are the only fire insurance 
companies in the United States writing water 
damage insurance is omnipresent proof that he 
is not afraid to stand on his own hind legs, 
precedent or no precedent. In short there really 
is nothing about him, except his name, and 
mayhap his truly delightful accent, that would 
label him an Englishman. 
For instance, consider his early history: 


History oF Mr. SHALLCROSS 


If Mr. Shallcross had been a true tradition- 
trammeled son of Great Britain in the first 
place there is every reason to believe that he 
would be in Liverpool, not New York City, 
today—and certainly not in the insurance busi- 
ness. In England it is the general thing for 
sons to continue in the business their fathers 
before them conducted—especially if the busi- 
ness was a prosperous one. All of which 
normally would have made a ship-owner and 
provision merchant out of the young man, 
for he was the son of Thomas R. Shall- 
cross, a prosperous merchant of Liverpool 
and one of a long line of ship-owning genera- 
tions. He was one of a large family which 
might ‘have had something to do with his 
seeking out other lines of endeavor. At any 
rate, after a boyhood in which books, football, 
hockey, rowing and bicycles played equal parts, 
young Shallcross, according to custom, entered 
his father’s office as a clerk. Twelve months, 
in which he learned something about the pro- 
visioning and operating of ships, however, 
sufficed to convince him that his life-work 
was elsewhere. Even the far-fetched tales 
of salty sea-captains failed to create in him the 
love of the sea and spirit of wanderlust 
that one would expect to find in a ship-owner’s 
son. Hence, at the first opportunity, which 
came when he was nineteen years old, he left 
his father’s establishment and took a position 
in the Liverpool branch of the Commercial 
Union of London. : 

Insurance intrigued him and his fresh, active 
brain absorbed the details of the business with 
sponge-like rapidity. After two years of 
“ground work,” he severed his connection with 
the Commercial Union to enter the service of 
the Royal at its home office in Liverpool. Here 
his natural aptitude and abilities soon won rec- 
ognition in the form of appointment as branch 
manager for the company in Calcutta, India. 
His duties in that romantic land of song and 
story more nearly approximated the work of 
our special agents in America than anything 
else we can think of; he had to travel a great 
deal and, as his territory was one vast expanse, 
four-train-days wide, of sizzling prairie lands 
and dreary white townships, it hardly could be 
said that it was any “soft snap” during the 1400 
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days he was stationed in that country. Mr. 
Shallcross says the best way to enjoy India is 
to hurry through in the cool season and then 
read about it. To add to the joys of his life 
there, he found as he became acclimated that 
he had to unlearn much of the underwriting 
knowledge he had thus far gained. New and 
strange conditions naturally required new and, 
to him, strange methods of doing business. But 
with charactertistic zeal he fell to and soon 
India, its customs, its idiosyncrasies and re- 
quirements insurancewise were as much a part 
of his being as understanding of the old truth 
that human nature is the same from Kokomo 
to Pekin, that we are all brothers “under the 
skin.” 
He Arrives IN New York 

It is hardly to be wondered at, though, that 
it did not take him long to decide whether or 
not to accept an opportunity to come to the 
New York office of the Royal when it was sub- 
mitted to him during the latter part of 1890. 
January, 1900, therefore, found him in New 
York, where he was royally received by the 
insurance fraternity, a reception of which Mr. 
Shallcross speaks to this day with grateful 
appreciation. May of the same year found him 
securely installed as manager of the New York 
department. Ensued eighteen years of faithful 
devotion to the duties of his new office, which 
were rewarded finally by his appointment as 
general attorney for the United States. Mean- 
while his force, his energy, and his unbelievable 
capacity and ability for all manner of work had 
won for him a place of his own in this country, 
which not so long before had been a total 
stranger to him. His opinion on matters of fi- 
nance and insurance in this and other countries 
was being consulted by officials from other com- 
panies who realized and appreciated the full 
breadth and worth of his vision, his grasp of 
things as they were and as they might be. And 
he met his every responsibility with an enthusi- 
asm that ever saw it carried through to a suc- 
cessful goal. It was these very charactertistics 
that precipitated his next and last change. Sir 
Arthur Worley, of the North British & Mercan- 
tile, in casting about for a man to build up the 
American branch of his company, saw and rec- 
ognized these qualities and straightaway went 
after Mr. Shallcross with a predetermined will 
to “sign him up.” The result is that Mr. Shall- 
cross was soon gracing the United States man- 
ager’s chair of the North British and the presi- 
dency of its associated companies, which he 
holds to this day. 

During the course of his twenty-one years in 
this country, Mr. Shallcross has played no mean 
part in the activities of the American insur- 
ance world. He has done an amazing amount 
of committee work and from time to time has 
held many prominent positions in underwriting 
organizations, including presidency of the East- 
ern Union, the New York Fire Insurance Ex- 
change and the New York Board of Fire Un- 
derwriters, and is at present chairman of the 
Committee on Laws of the National Board of 
Fire Underwriters. Socially, he has been no 
less conspicuous, and is a member of the follow- 
ing important New York clubs: the Downtown. 
Association, the Racquet & Tennis Club, Franco- 
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The Prdependent Order of Foresters 


Incorporated by the Parliament of Canada 
Organized in 1874 








Furnishes a 
Complete System of Insurance 





THREE NEW 
FORMS OF POLICIES 
NOW BEING ISSUED 
BY THE SOCIETY 


Life—20 Payment 
(With Cash Surrender Values and Automatic 
Non-forfeiture). 

Life—20 Payment with Disability Benefit 


(With Cash Surrender Values and Automatic 


Non-forfeiture). ? 
Old Age Benefit Certificate— 
with 100% Disability and 
100% Old Age Benefit 


(With Cash Surrender Values and Automatic 
Non-forfeiture). 


The Society still issues its Standard Policy 
—— ‘Whole Life” with 70% Disability and 70% 
Old Age Benefit. 


POLICIES Issued from $1000 to $5000 











Total Benefits Paid: 
74 Million Dollars 

















| HEAD OFFICE - TEMPLE BUILDING, TORONTO, CANADA 
The Prdependent Prder of Foresters 
GEORGE E. BAILEY, G. R. COTTRELLE, W. H. HUNTER, 
a Secretary Treasurer President 
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OSAKA WILL ENTER 


Plans to Do Reinsurance Business 
Here 


SUMNER BALLARD U. S. MANAGER 


Japanese Company Will Make Application 
To New York Department Immediately 
The Osaka Marine and Fire Insurance Com- 

pany, Ltd., of Osaka, Japan, will shortly enter 

the United States for fire reinsurance under the 
management of Sumner Ballard. A deposit of 
$500,000 will be made for this purpose. The 
company will make application to the New 

York Department at once and to the other 

States later. 

The Osaka is one of the most powerful of 
the larger Japanese companies. It has been do- 
ing business in Great Britain for some years. 
The Sumner Ballard office, which it enters, is 
a strong reinsurance office, having under its 
management the Skandinavia of Copenhagen, 
the International of New York, the New India 
Assurance of Bombay, the National of Copen- 


hagen, and the Metropolitan National of 





Havana. 
North British Deal 

The North British and Mercantile Insurance 

Company, Ltd., of London has taken over the 

fire and accident business of the Greater Britain 

Insurance Corporation. The latter company 

will continue its marine and reinsurance business. 





The officers of the Southern Home of 
Charleston, S. C., have purchased control of 
the Prudential Fire, of Greenville, S.C. Oscar 
I. Johnson becomes president. * 








Cecil F. Shallcross 
(Continued from previous page) 
American Society, The Pilgrims, the Piping 
Rock Club, the Garden City Golf Club and the 
St. George’s Society of New York. 

A lifelike portrait of Mr. Shallcross is pre- 
sented in a supplement to this issue of THE 
SPECTATOR. 

P. S—We have always maintained that you 
can tell more about a man and his business 
methods by the desk he keeps than through any 
other means or medium—that it is an index al- 
most infallible. Be it said here and now, then, 
that long before our talk with Mr. Shallcross 
the other day we had “heard tell” of his re- 
markable thoroughness and the dispatch with 
which he met the issues that daily came up for 
his decision. Therefore it was with a sigh of 
deep satisfaction that we saw in Mr. Shall- 
cross’s impeccable desk another proof of the in- 
errability of our theory. During our talk, he 
thumbed no stack of unanswered correspond- 
ence as a none-too-subtle hint to hurry through 
and out, because there was no stack there to be 
thumbed; every bit of his immaculate desk 
equipment was in its proper and pleasing place 
and, proof of proofs, his blotter-pad was one 
clear area of unspotted blue. Incidentally this 
very quality has evoked any number of enviable 
comments from other New York insurance ex- 
ecutives, including that whirlwind of human 
workers—President Edson S. Lott of the 
United States Casualty. 


AMERICA FORE PROMOTIONS 


Sidney R. Kennedy and William Quaid 
Advanced to Vice-Presidencies 

Sidney R. Kennedy, secretary of the Fidelity- 
Phenix Insurance Company of New York, has 
been advanced to second vice-president; Wil- 
liam Quaid, secretary of the Continental, has 
heen made a second vice-president of that com- 
pany, and Lewellyn Freeman, agency superin- 
tendent of the Fidelity-Phenix, was elected as- 
sistant secretary of the Fidelity-Phenix, Henry 
vans, chairman of the board of the three com- 
panies, announced last week. 


William Quaid was born in Newburgh, N. Y., May 
15, 1877, and educated in the grammar schools and 
Newburgh Academy. He entered business in the whole- 
sale drygoods firm of H. B. Claflin & Co., New York 
city, and at the same time worked at nights on the 
books of the Globe and Rutgers Fire Insurance Com- 
pany, his first insurance experience. Took a position 
with one of the “surplus line” offices, and continued in 
that and the brokerage business for some time. Be- 
came special agent for the Vedder Underwriting Agency, 
New York, resigning therefrom December 1, 1908, to 
accept a position as examiner with the Continental. 
Appointed executive special agent, Eastern territory, 
January 1, 1914, for the “America Fore” companies; 
assistant secretary of the Continental January 10, 1916, 
in charge of the middle department (New Jersey, Dela- 
ware, Maryland, District of Columbia and Pennsyl- 
vania), and secretary, controlling the same territory 
on October 17, 1918. Prior to his insurance experience, 
Mr. Quaid was one of the Roosevelt Rough Riders, 
and served in Cuba during the Spanish war. He then 
became interested in politics, and when just over 
twenty-one years of age was a nominee for the New 
York State Senate—the youngest in the State’s history. 
In his work with the Continental he has been most 
successful in his agency appoinments, and in building 
up the premium income of the middle department on a 
favorable loss record. 

Sidney R. Kennedy was born November 19, 1875, in 
Brooklyn, N. Y. He comes of a fire insurance family 
on both sides. His father, president of Weed & 
Kennedy, Inc., was chairman of the committee that 
drafted the first standard policy of the State of New 
York. His maternal great-grandfather, Thomas K. 
Brace, was the.first president of the A&tna of Hartford. 
Mr. Kennedy is a graduate of Phillips Andover and 
Yale University. His insurance experience started 
with Weed & Kennedy and he was later made special 
agent of the County Fire Insurance Company of Phila- 
delphia. By appointment of Mr. Evans he took charge 
of the loss department of the Phenix of Brooklyn on 
December 20, 1909, remaining with that organization 
when it was merged with the Fidelity Fire and became 
the Fidelity-Phenix on March 1, 1910. Arranged for 
the entrance of the Continental and Fidelity Under- 
writers in Eastern Canada and Newfoundland, organiz- 
ing their field and agency forces. Transferred to 
managing the Eastern department of the Fidelity- 
Phenix, becoming successively agency superintendent, 
assistant secretary and secretary. Among his literary 
contributions is the fire insurance novel “‘White Ashes,’ 
written in coliaboration with Alden C. Noble. Visited 
South America in 1920 in the interest of the American 
Foreign Insurance Association, establishing connec- 
tions for American insurance companies in Bolivia, 


’ 


Peru and Ecuador. 


New Texas Mutual 

There has been filed in the Texas Department 
of Insurance and Banking at Austin the charter 
of the Globe Mutual Fire Insurance Company 
of Fort Worth. It has no capital stock. In- 
corporators and directors are: Ralph G. Stock- 
man, Louis R. Lay, Frank FE. Hall, S, B. Plum- 
mer and R. C. Rutherford, all of Mexia; S. 
E. Austin of Brackenridge and D. C. McRae of 


Eastland. 
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WILL REDUCE CAPITAL 


Fire Plan to Relieve 


Impairment 


Peninsular 


HOPES TO REINSURE AUTO BUSINESS 


Underwriting Department Reorganized— 
Michigan Superintendent Approves 


The Peninsular Fire Insurance Company of 
Grand Rapids, Mich., will reduce its capital 
from $1,000,000 to $500,000, transferring the 
other $500,000 to surplus in order to offset the 
impairment found in the recent examination of 
the company by the Michigan and other depart- 
ments. The directors believe that the impair- 
ment is largely offset by non-admitted assets, 
such as uncollected agency balances, which are 
said to amount to $167,000. 

The underwriting department has been en- 
tirely reorganized and the company is making 
an effort to reinsure its automobile business. 
As this latter was written below conference 
rates in most instances, the reinsuring of it is a 
difficult task. 


Farmers Live Stock in Receiver’s Hands 

Another live stock insurance company went 
into receivership in Des Moines when the Farm- 
ers Live Stock Insurance Company was placed 
in charge of A. C. Gustafson in the Des Moines 
courts. 

Attorney General Gibson filed petition for re- 
ceivership upon request of Insurance Commis- 
sioner A. C. Savage. The commissioner stated 
that the assets of the company had been depleted 
20 per cent below the paid-up capital; that the 
company is insolvent with $46,896 of unpaid 
losses and no money to pay them; that there is 
an overdraft at the bank and the deficit to 
stockholders $24,457. Total admitted assets of 
the company are $279,278.14. 

Receiver Gustafson will wind up the affairs of 
the concern as speedily as possible. 

In the meantime the National Live Stock In- 
surance Company of Des Moines is fighting for 
its existence. It was placed in the hands of 
Receiver Guy Brewer some weeks ago and is 
seeking to reorganize. Permission was asked 
of the court to give the officers until December 
15 to show that the company was not too far 
gone to be reorganized. This time was ex- 
tended to January 1. The courts allowed Re- 
ceiver Brewer $1000 for services from October 
7, the same amount to a Des Moines legal firm, 
and $220 to the insurance department for an 
audit of the company’s books. 





No Candles In White House 

George B. Muldaur, general agent of the Un- 
derwriters Laboratories, was successful in an 
appeal to the President of the United States 
that lighted candles should not be placed in the 
windows of the White House on Christmas Eve. 
In answer to Mr. Muldaur’s protest, George B. 
Christian, secretary to the President, sent the 
following wire: 

There will be no lighted candles in the White 
House Christmas Eve. The President would 


not approve an example which you believe so 
fraught with danger. 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, | SHREVEPORT, LA. 








MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City, 

THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 

THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 

DANIEL BOONE; "resident DANIEL BOONE, Jr.; Secretary 











GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
‘wo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of THz SPxCTATOR, 
P. O. Box 1117, New York City, N. Y. 














The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 





CI Fe Oink 5 svn co edeencncned $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 

















OPPORTUNITY 


Since the ending of the Great War, life assurance has become appreciated, not as an 
incident but a necessity of life. Never before have the thoughts of man so steadily 
turned in one direction—Now is your opportunity. Become an Agent of the Great- 
West Life Assurance Company whose contracts are liberal—stability unassailable— 
terms to Agents equitable. Moreover, the;Companygconducts a Life Insurance 
course, that not only teaches the inexperienced man, but helps the experienced Agent 
to greater efforts. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
—— and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 











WESTERN LIFE INSURANCE COMPANY | 


OF DES MOINES, IOWA 
JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policyholders 
and Agents. NOTSOBIG to lose sight of individual Agents, and big enough 
to serve its Agency and Policyholders satisfactorily. SOME GOOD tere 
ritory in IOWA and SOUTH DAKOTA open for Agents. i 


‘“‘THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 

STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 
Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15 cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00. 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance E Exchange New York 
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Ghe Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 


Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All anewers treated with confidence 


Address L-438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 

















AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio 
Indiana and Illinois. 

An attractive contract will be given the right man. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


We have attractive Agency openings in the State 
of Tennessee. If you are in earnest, address: 


D. P. WADE, STATE MANAGER 
JOHNSON CITY, TENN. 
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BUILDING CONSTRUCTION 
(Continued from page 4) 
pier has been so badly cracked and broken as the result of a 
severe fire that the pier was rendered useless and the girders 
resting on it were thrown entirely out of place. 

The masons, having finished the foundations and footings, 
now lay the brick walls. The bricks should be hard burned 
and uniform in size and shape, and should have a bearing 
strength of 3,000 pounds per square inch, and a water absorb- 
ing capacity of not over 15 per cent. Pale or uneven bricks 
should not be used. The strength of a brick wall depends 
largely on the honesty of its construction. The bricks should 
be wet just before they are laid, except in freezing weather, so 
that they will properly adhere to the mortar. In laying, they 
must be kept level and laid true to line. The cement mortar 
must be composed of proper materials (one part of Portland 
cement and three parts of sand). Cement lime mortar is made 
of one part cement, one part slaked or hydrated lime, with 
three parts of sand. Care should be taken that the brick-work 
is well bonded together. This is accomplished by lapping each 
row of bricks half-way over the preceding row, breaking joints 
in the usual way, and also by making every sixth vertical 
course a “header” course, the bricks being laid at right angles 
to the length of the wall. The other rows are called “stretch- 
ers.” The brick wall is now erected up to a point equal to the 
height of the center brick piers. Extending from front to rear 
of building wood girders 14 inches by 14 inches are now placed 
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on top of the piers, the girders being anchored one to the other 
by iron straps. The wood floor beams, usually 3 inches by 12 
inches, are cut at the end so as to be self-releasing where enter- 
ing wall. One end of the beam rests on the side wall either 
directly on the brick-work or on a template, and the other end 
rests on the girder. The beams are placed 16 inches on centers 
and at intervals of about 5 feet are abridged. The bridging, 
consisting of short pieces of wood extending from the top of 
one beam to the bottom of the next, forms an X and, acting 
as bracing to stiffen the floor, keeps the beams in position and 
reduces vibration. 


CONSTRUCTION OF UPPER STORIES 

The masons continue on with the brick wall until they 
reach a point where the next story floor beams are to be placed, 
and this operation is identical with that explained previously, 
except the girders now are placed either on wood posts or cast 
iron columns, the brick piers being only in the basement. The 
walls are then continued to a point where the roof is to be placed 
The roof beams are then laid and the wall continued upwards 
to forma parapet. The carpenters cut and arrange the floor 
and roof beams so that open spaces are left for the various 
shafts (stairway, elevator, light and ventilating), the construc- 
tion of which will be explained a little later on. The floor 
boards, usually 1-inch thick (7-inch dressed), tongued and 
grooved, are then laid on the various floors and it is desirable 
to place building paper on said floor and then put a I-inch top 
finish floor, thus giving a substantial, water-tight floor which 
is desirable from a fire protection standpoint owing to its ability 
to resist the action of the flames much better than a single floor. 

With the flooring all completed, roofing boards are placed 
on the roof beams, and the brick walls on sides are parapetted, 
that is, extending 3 feet above the roof. The roof covering is 
now laid and must be carefully flashed against the parapet wall 
in order to prevent leakage. The roofing generally used in this 
type of construction is either of the metal or composition type. 
There are three classes of roofs, “A,” “B” and “C,” according 
to the last National Board of Fire Underwriters Classification 
which are approved by the Underwriters Laboratories, and 
they differ slightly one from the other according to their 
reliability. 

If a metal roof is used, sheets of tin are laid, overlapping 
each other, in a manner similar to the covering of a fire door. 
If the composition roof is used, five layers of felt are recom- 
mended, each layer being swabbed with tar. 


ENcLosING FLoor OPENINGS 

We are now about to enclose floor openings in this building, 
and start with the elevator shaft, which should be constructed 
of common brick or tile, or, in some cases, plaster block, or 
even wire lath and cement plaster, on either wood studs or 
angle iron. Shafts should start at the ground and continue to 
3 feet above the roof. The openings should be protected with 
at least metal clad or Kalamein doors, arranged to be self- 
closing, or, better still, standard automatic fire doors, of which 
there are several types on the market. 


[Another instalment of this article will appear in THE 
SPECTATOR of next week.] 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 






A GREAT YEAR 


§ Nineteen-twenty-one has been a 
great year for The Lincoln National 
Life Insurance Company. 


Business throughout the year has 
run considerably ahead of our splen= 
did 1920 record. 





“Lincoln Life Service’’ is the explanation. 


The high service ideals of The Lincoln Life have made 
for a federation of tireless co-workers reaching from the 
Home Office officials to the most distant point in the 
field. 


Because the Lincoln Life is building its prestige upon 
the principle that ‘‘it’s the close co-operation that makes 
them win the day,”’ it pays to 
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LINK UP())wiru THE) LINCOLN) 








The Lincoln National Life Insurance Co. 
“Tts Name Indicates its Character’ 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $195,000,000 in Force 

















TWO ATTRACTIVE ACCIDENT LEAFLETS 


For the use of accident and health insurance men, The 
Spectator Company recently published two new leaflets bris- 
tling with points for accident solicitors, designed to induce 
prospects to purchase protection of the classes named, and to 
prevent the lapsing of policies. One is entitled: 


DEFYING FATE 


This leaflet points out the constant danger to which almost 
everyone is exposed, and practically as much in the home as 
elsewhere. Various kinds of accidents are listed and described 
in such a manner as to impress the prospect with the great 
desirability of carrying a liberal amount of accident insurance. 
The liability to sickness is also emphasized, and the need for 
protection against monetary loss thereby is accentuated. The 
other leaflet bears the title 


SOMETHING IS ALWAYS HAPPENING 


In this leaflet the danger that accident or sickness may com- 
pel the reader to cease supporting his family is stressed, but the 
remedy for this unhappy condition is also set forth. Accident 
and health insurance is described as ‘‘the bond you give your 
wife and children that you will fulfill your contract. It begins 
where you give up. It goes ahead and supports the family.” 
The prospect is strongly advised to get such insurance while 
he can, and to constantly keep it in force. 

This is a leaflet which companies and general agents insert 
with renewal notices, thus preventing accident policies from 
lapsing. It is also used successfully by solicitors in obtaining 
new applications. 

These leaflets are for sale at the following prices: 


Single copy, 10 cents; 50 copies, $2; 100 
copies, $3; 500 copies, $12; 1000 copies, 
$20; 5000 copies, $80; 10,000 copies, $150. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





Don’t Delay 











Decide Today 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 


Pe A2aedrdeuwmtamy 


PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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ADEQUATE PROTECTION 


A Suggestion of the Rough Minimum 
the Insured Should Carry 


PREMIUMS FIRST 


The Usual Budget Should Be Reversed and 
Life Insurance Should Lead 


Recently Tue Specrator quoted some re- 
markable figures from the journal, Protection, 
figures compiled by the Travelers Insurance 
Company. These figures should be jotted down 
in his memorandum book by every agent; they 
prove that life insurance is constantly becom- 
ing more and more recognized as an impera- 
tive need for everyone. They prove also the 
energy, skill and educational powers of the life 
insurance solicitor. To quote—“The population 
of the United States increased in ten years, 
1910 to 1920, from 91,972,000 to 105,683,000, an 
increase of 15‘per cent. The number of legal 
reserve life insurance policies in the same period 
increased from 6,954,000 to 16,694,000, an in- 
crease of 140 per cent. The amount of life 
insurance under these policies increased from 
$13,227,000,000 to $35,091,000,000, an increase of 
over 164 per cent. The average amount of each 
policy increased from $1900 to $2,100.” 

It needs no expert in figures to know that this 
amazing increase in life insurance protection 
proves that we have every reason to believe 
that a decade from now a still more remarkable 
showing yet will prove that life insurance as a 
social bulwark against the greatest needs of 
mankind is at length coming into her full em- 
pire. 

And where once the agent offered a thing 
that most folks scoffed at, today he is offering 
a thing that is in almost universal demand. 

But although most men and most women now 
believe thoroughly in the benefits which only 
life insurance can procure for them and their 
families, not one person in a hundred comes 
anywhere near providing adequate protection 
for those dependent. Many men who receive 
liberal salaries look upon ten, fifteen or per- 
haps twenty thousand of life insurance as a 
large amount to carry. Some will rather boast- 
fully call attention to what they carry, as if 
life insurance were something for which they 
should receive credit and not as if it were a 
necessary expense. 

REVERSE THE MATTER 

But put the receiver of the income in the 
place of a dependent like a wife. Suppose we 
reverse the affair. Suppose the wife has a life 
interest in an estate, the income to cease at her 
death. Suppose, for example, this income is, 


say, $5000, and that her husband is incapable 
of earning his own support and the support of 
a family of children. Would he think $15,000 
adequate protection against the death of his 
wife? Suppose the matter were submitted to a 
lawyer? He would be certain to say that ade- 
quate protection would be something like fifty 
to seventy thousand dollars. 

But you may say a man earning $5000 a 
year could hardly afford to carry seventy thou- 
sand dollars of life insurance. He could hardly 
afford that much protection, it is true, but the 
point is he could afford to carry life insurance 
greatly in excess of the $15,000, and he should 
do so. 

And as time goes on men will become more 
and more educated to carrying what is now 
sometimes considered very large amounts of life 
insurance for their incomes and their position in 
the business world. 

Many have attempted to state what a salaried 
man without other resources than his salary 
should carry in life insurance. And, of course, 
as conditions are never the same, no fixed rule 
can be made. But for incomes in excess of, say, 
$4000 it would not seem unreasonable if eight 
to ten times the income were carried. A salaried 
man, then, with a wife and children who earned 
$5000 a year would carry a minimum of $40,- 
ooo of life insurance. And if the premiums 
were thirty dollars a thousand he would pay 
out for life insurance $1200 yearly. To some 
this may seem excessive, but on the other hand 
for dependents of a man who receives $5000 
income, which will end with his death, $40,000 
protection for the dependents is by no means 
more than reasonable. A safe investment under 
normal financial conditions could yield not over 
six per cent, and six per cent of $40,000 is but 
$2400, not too much to support wife and children 
in moderate comfort, and without luxuries and 
without provision for the education of the 
children. 


“FULLY PROTECTED” 

Now that life insurance is a more and more 
clearly recognized need for everybody, more 
and more attention will be given to adequate 
protection for dependents. And the statement 
so frequently made by a man who is approached 
on the subject of insurance, “I am fully pro- 
tected and need no more life insurance,” should 
be promptly and tactfully challenged by the 
agent. And to be fully protected by life in- 
surance, at least for salaried men without prop- 
erty, as well as for most business men, is prac- 
tically an unknown thing. ~A fair answer to the 
“fully protected” plea is, “Have you considered, 
sir, that unless there are other and large availa- 
ble assets a minimum of about eight times 
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a man’s salary or business income is but fair 
protection for dependents?” This is calling 
such a bluff in a manner that leads to thought 
on the part of the “fully protected” man. And 
“full protection” generally means “protected to 
some extent,” and not infrequently it means 
“protected to a petty extent.” Company offi- 
cials sign many checks for $5000 for a widow 
whose husband received a salary of $4000 to 
$5000. 

When we consider the results of adequate 
protection to the man himself, to his family and 
society, we see clearly that it is every man’s 
duty to so protect others from the results of 
his death. And here we are not considering 
anything but the one matter of fair adequate 
protection as given by life insurance. We are 
not allowing considerations of the necessity of 
great care in the family expenses, or the neces- 
sity perhaps of cutting off luxuries, or perhaps 
the necessity for great self-denial on the part of 
the really adequate protector. For adequate 
life insurance protection all these may be neces- 
sary, probably will be, but measured in terms 
of comfort, peace and independence for loved 
ones, measured in terms of education for the 
boys and girls, measured in terms of life itself 
for those a man loves, the deprivation that will 
purchase all these latter things should be of 
little account. And when a man with a clear 
business head attempts to provide against a 
contingency, it would seem it is not unreasona- 
ble he shouid provide against the contingency 
fairly and not but in part. 


Worth DENIAL oF LUXURIES 

A merchant who insures his goods against 
fire expects to cover the value of his goods. If 
he has insurance for only half or a quarter of 
the value he would not think or say he was 
“fully protected.” Life agents do not hear this 
perhaps as much as formerly, but what they do 
hear more or less constantly is “I am full up. 
I am carrying all the life insurance I can afford 
to carry.” But if you could put such a man to 
the question you would frequently find that he 
spends more on his automobile luxury than he 
does on life insurance. Put the average man 
to the question who is “full up on life insur- 
ance,” and you will find that never has he given 
really earnest thought to so make up the budget 
of his family expenses as to devote any consid- 
erable portion of his income to the payment of 
premiums. 

And even if a man who has been educated to 
the need of life insurance cannot be induced to 
make the necessary denial of other things for 
his family protection he*should be solicited for 
further insurance and should be educated in 
what is adequate protection. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, IOWA. 


REINSURANCE ONLY 


Full Coverage 

















It would seem that the companies themselves, 
where this is not done, should in their literature 
attempt this kind of education. In most cases 
the agent and company rest their case on urg- 
ing the man of no property to take all that he 
“can afford to take.” This is a good deal like 
saying the insured should consider rent and 
other expenses, including luxuries, first, and if 
there is a surplus put the surplus into savings 
and premiums. Whereas the primal obligation 
on a man with dependents is to protect them 
against what might happen the next hour or 
day and is so common an event that it is more 
likely to happen than the destruction of the 
family effects by fire. 

If life insurance is the great and only alle- 
viator of the more terrible woes of mankind, 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





HOME OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EUGENE TANKE, President 
W. C. DIXON, Secretary 











as it is now recognized by most, surely every 
man should earnestly consider what luxuries 
can be foregone by himself and his family to 
purchase something of such transcendent value 
compared with things such as expensive cloth- 
ing, food unnecessary for health, and an auto- 
mobile. 





Ward Martin Was 
Automobile Accidents 


Henry Ward Martin was secretary of the 
Tytfeit Clothing Company, owned a large, dark 
blue automobile, and belonged to the Milston 
Club. In the bowling alley he frequently pitted 


Henry Bored by 


his skill against William Matson Wentworth, 


who wrote applications for the Marvelous Life 
Insurance Company, but was regarded as a man 
of few words and an unsociable disposition. 
One Saturday afternoon in December Martin 
and Wentworth were trying to outdo each other 
in making ten-strikes when Wentworth slipped 
and let go of his ball, which crashed into a 
chair near his opponent, with a terrific noise. 

“Curses on it!” exclaimed Martin, starting 
violently. 

“What's the matter, H. W.?” inquired Went- 
worth. 

“Nothing” replied Henry Ward. 

The game proceeded and the slip was soon 
forgotten. Ten minutes later Wentworth re- 
marked: “Tough about Mullock running off a 
bridge the other night in the dark and getting 
drowned under his automobile.” 

Martin paused as he was about to roll a ball, 
flinched visibly, but made no reply. 

“Understand he was in debt for the machine 
and left his family penniless.” 

Martin continued to knock down pins and the 
conversation died out. A week or two later 
Wentworth and Martin were again in the alleys 
and as Martin wiped his hands preparatory to 
a throw Wentworth inquired: “Remember 


Mary Dalligan who used to be a stenographer . 


for your company?” 

“Sure. Mary was a pleasant girl. 
become of her?” 

“She’s gone back to the typewriter.” 

“i thought she got married.” 

“She did, but her husband tried to knock a 
limited train off the track with an automobile 
two or three weeks ago and the limited got 
the better of he argument. Mary’s got two 
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babies to support so she had to go back to the 
office.” 

“Let’s go on with the game,’ exclaimed 
Martin abruptly. 

A month passed and Martin failed to make 
his usual appearance at the Milston Club. 
Wentworth called at his office. Martin received 
him with marked absence of effusiveness. 
“What’s the matter, H. W.? Passed up the 
game?” 

“Er—er—not exactly. 

‘We miss you in the alleys. 
you give us a dollar?” 

“What for?” demanded Martin. 

“We're going to send flowers to Bernson’s 
funeral. His automobile turned turtle last 
night—” 

A look of agony came over Martin’s face. 
“For heaven’s sake, Mat!” he exclaimed, ‘can’t 
you cut out those automobile stories?” 

Wentworth took a piece of paper out of his 
pocket and pushed it toward Martin, “Sign 
that, Henry.” 

Martin glanced over it quickly, and signed. 

“Now don’t you feel easier?” inquired Martin. 

“To be frank, I do, Mat. I’ve been scared 
green ever since I bought that automobile and 
have been half tempted to give the thing 
away.” 

“Serves you right. You got a wife and three 
children depending upon you and you would 
have kicked a man out of your -office if he had 
proposed to have a square talk with you on 
life insurance.” ee 


Been busy.” 
By the way, can 


A good talker never exceeds the speed limit. 


Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability. 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 





Annual Premium, Ordinary 

MEMEO a osoisraivjarsiercreseiekeleinorertoreiend $128 .05 
Twenty Payment Life... ..... $167.10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H. 
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INHERITANCE TAX NEWS 
Items Concerning Such Laws in the Various 
States 

Below will be found recent information con- 
cerning particular features of the inheritance 
tax laws of the United States and the various 
States. 

Unitep STATES 


The new Federal Revenue act became effec- 
tive November 23, 1921, at 3.55 p. m. The 
changes in the estate taxes from the old law 
are not very material. The regulations are, 
however, in process of revision and will be is- 
sued in January. There is no change in the 
rates of taxation nor in the classes of property 
subject to the tax except that insurance payable 
on the death of a non-resident decedent is 
not to be included in the value of his estate. 
A change has also been made in that section of 
the law which provides for an exemption to 
property which has been subject to tax within 
the last five years. 

MIssourI 

The classification of beneficiaries in Missouri 
is as follows: 

Class A—Husband, wife, lineal descendant, 
lineal ancestor, adopted child or issue of same, 
illegitimate child. 

Ciass B—Wife or widow of son, husband of 
daughter; brother, sister or descendant of 
either; uncle, aunt or descendant of either. 

Class C—Brother or sister of grandfather or 
grandmother or descendant of either. 

Class D—AII others except class E. 

Class E—Gifts for State, municipal, hospital, 
religious, education, Bible, missionary, scien- 
tific, benevolent or charitable purposes within 
the State. 

The exemptions are as follows: 

Class A—Husband or wife, $20,000 (in addi- 
tion to marital rights). All others in Class A 
$5000 except lineal descendant mentally or 
physically incapacitated, $15,000. 

Class B—Uncle, aunt or descendant thereof, 
$250. All others $500. 

Class C—$roo. 

Class D—None. 

Class E—Entirely exempt. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 








There are six rates for each class, graded 
as follows: 

(1) Amounts up to $20,000 over exemption. 
(2) $20,000 to $40,000. (3) $40,000 to $80,000. 
(4) $80,000 to $200,000. (5) $200,000 to $400,- 
000. (6) Over $400,000. 

The rates graded as above are as follows: 

Class A—1r per cent, 2 per cent, 3 per cent, 
4 per cent, 5 per cent and 6 per cent; 

Class B—3 per cent, 6 per cent, 9 per cent, 
I2 per cent, 15 per cent and 18 per cent; 

Class C—4 per cent, 8 per cent, 12 per cent, 
16 per cent, 20 per cent and 24 per cent; 

Class D—s5 per cent, 10 per cent, 15 per cent, 
20 per cent, 25 per cent and 30 per cent; 

Class E—Exempt. 

TENNESSEE 

Beneficiaries are divided into two classes: 

Class 1—Husband, wife, direct descendant and 
ascendant, adopted child. (2) All others. 

The tax rates are as follows: 

As to Class 1, on the excess above $10,000— 
I per cent on amounts above $10,000 to $25,000; 
114 per cent on the next $25,000; 2 per cent 
on the next $50,000; 3 per cent on the next 
$400,000; 5 per cent on the balance. 

As to Class 2, on the excess above $1000—5 
per cent on amounts above $1000 to $50,000; 2 
per cent on the next $50,000; 6 per cent on the 
next $50,000; 7 per cent on the next $50,000; 8 
per cent on the next $50,000; 9 per cent on the 
next $50,000; Io per cent on the balance. 


Prince Epwarp IsLANnp, CANADA 

Beneficiaries are divided into three classes as 
follows: 

(1) Husband, wife, child, grandchild, brother, 
sister, father, mother, niece, nephew, son-in- 
law and daughter-in-law. 

(2) Lineal ancestor, except father 
mother; uncle, aunt or descendant thereof. 

(3) All others. 

The tax rates are as follows: 

As to Class I, 2 per cent on the entire amount 
up to $50,000; 314 on the entire amount where 


and 


the estate exceeds $50,000. 

As to Class 2, 34 per cent on the entire 
amount. 

As to Class 3, 10% 
amount, 

Exemptions are as follows: 

All estates not exceeding $3000 after payment 


per cent on the entire 


i7 


of all debts and expenses of administration, an 
entire exemption. Property passing to mem- 
bers of Class 1 where the estate does not ex- 
ceed $10,000, after payment of all debts and ex- 
penses of administration, an entire exemption. 

Transfers for religious, charitable or educa- 
tional purposes within the province, an absolute 
exemption. 

Where the amount of the estate is in excess 
of the exemption, no exemption is allowed, and 
the exemption is to the class and not to each 
individual. 


Yukon Territory, CANADA 
Beneficiaries are divided as follows: 
(1) Husband, wife, child, grandchild, son-in- 





OF NEBRASKA 
209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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law, daughter-in-law, father, mother. 

(2) All others. 

The tax rates are as follows: 

As to Class 1: 

One-half per cent on the first $100,000; I 
per cent of the entire amount where estate ex- 
ceeds $100,000, but does not exceed $200,000; 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, ‘The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
‘Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 


of this letter plan on request—ask for folder 11A , 


WILLIAM S. HULL Madison, Conn. 








For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 

ossible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incorporated 1851 
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114 per cent on $200,000 to $700,000; 2 per cent 
on $700,000 to $1,000,000; 2% per cent on the 
entire amount where estate exceeds $1,000,000. 

As to Class 2: 

One per cent on the first $100,000; 2 per cent 
on $100,000 to $200,000; 3 per cent on $200,000 
to $700,000 ; 4 per cent on $700,000 to $1,000,000 ; 
5 per cent on entire amount where estate ex- 
ceeds $1,000,000. 

The foregoing data are extracted from bul- 
letins of Prentice-Hall, Inc. 


Two in One 

“This is a pleasure, Farwid,” exclaimed Frank 
Prater, president of the Enterprise National 
Bank. “Can I do—” 

“T want you to frame up a little business 
which will give you an excuse for calling on 
J. B. Swaun, the shoe man. I’ll tell you the 
rest of it on the road.” 

The banker promptly put on his hat and ac- 
companied his visitor to the street. Ten min- 
utes later the two men were in the private office 
of the president of the Mammoth Shoe Com- 
pany. 

“This is George Farwid,” said Prater, intro- 
ducing his friend. “He put in a good word a 
year or two ago which resulted in our getting 
a $1c0,000 account. I ran into him and brought 
him along, because I thought a director of the 
bank ought to know one of its best friends.” 

Swaun accepted the introduction graciously 
and gave an attentive ear to the alleged business 
which had brought Prater to his office. It had 
to do with finance and naturally paved the way 
to some general discussion of big transactions. 
“Understand Henry Flews made $10,000,000 in 
one deal last week,” remarked Prater presently. 

“He’s some financier,’ commented Farwid. 
“Met him last year.” 

“That so?” inquired Swaun, betraying a 
lively curiosity in the tone of his voice. 

“He’s a director in the Excellent Life Insur- 
ance Company,” explained Farwid. “I was 
getting some inspiration from the president 
when Flews dropped in. He’s as democratic 
as a janitor.” 

Life insurance now became the subject of 
conversation, and Prater manifested a surpris- 
ing interest in it. He questioned Farwid about 
its beginning and development» and inquired 
into the growth and present strength of the 
Excellent. He played the part of a man who 
had decided to take insurance and was anxious 





for all the information he could get on the 
subject. ‘What would $50,000 cost me?” he 
finally asked impulsively. 

“About $2500 a year,” replied Farwid. 

“And what would the same amount cost 
Swaun?” 

“He’d get off for about $2300.” 

Prater now turned to Swaun. “Let’s take 
$50,000 apiece. We owe Farwid a good turn 
and it’s time we squared ourselves.” 

The shoe man did not hesitate an instant. 
“T’ve sometimes thought I’d take a little more 
insurance,” he confessed, “but I couldn’t take 
my mind off other things long enough to take 
the matter up.” 

When the applications had been written and 
the premiums collected and Prater and Farwid 
were on the street again, Prater remarked, “I’ve 
been expecting this for a year.” 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuabte franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, Il. 




















For Loss of Either Le 


BEN H. BERKSHIRE, President 


A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 


Mor Natural Deaths 0.6 6.o.6o.o:66:0,6:50000008 $10,000.00 
For Total and Permanent Disability, a monthly income to the Insured of........... 
For Major Surgical Operations (Maximum) 
For Loss of Right Arm above El 
For Loss of Right Arm below Elbow or Left Arm above 
ek aa 


w or Loss of Either Le 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the arscunt peyable at death. 
P. R. SCHWEICH, Sec’y and Supt. of Agencies 


For Accidental Death....... $20,000.00 
200.0 


above the Knee.. 
Ibow 
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BOOTLEGGING IN LIFE INSURANCE 





Insurance Department Powerless to Bar Single Case Agents 





LICENSE CANNOT BE REFUSED ON PROOF OF UNFITNESS ONLY 





Word ‘Quality’? Must Displace ‘‘Quantity’’ at Home Offices 


By Wrtnstow RUuSSELL 


Vice-President, Phoenix Mutual Life Insurance Company, Hartford, Conn. 


This is the query: Should the future dis- 
tribution of life insurance be based upon the 
motive of co-operative service to satisfy the 
needs of an ever-growing demand, or upon the 
competitive desire to show a volume of dis- 
tribution secondary to the real service motive ? 

If the former, the outline hereafter suggested 
must be carefully considered by all those who 
are sincerely interested. If we are to continue, 
to any large degree, the competitive volume 
program of the past quarter century, then cer- 
tain assumptions which follow are out of place. 

We who are in the business must see through 
those great round dollars which have been more 
and more obscuring our accurate vision to the 
mind—yes, even to the subconscious mind of 
the buyer of life insurance! If, four years ago 
to-day, anyone had suggested our present voi- 
ume of distribution there would have been many 
who officially would have shown fear of such 
volume, except it should come upon one basis— 
a reduced cost of selling! Upon the basis of 
service to the buyer this should have been our 
aim. In many respects the reverse has been 
true. 


[Extract from address before Syracuse Underwriters 
Association. ] 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,762,818.00 on Deposit with the 
Indiana Insurance Department 


$200,000.00 Surplus Protection to 
Policyholders 


$22,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 














To satisfy the competitive volume hunger we 
have tended toward a degree of marketing care- 
lessness which is near the point of demanding 
the attention of our engrossed executive depart- 
ments for urgent consideration. 

All the effort of the honest salesman will go 
to naught; all the legislation possible to be 
enacted will be non-effective; all the ideals of 
the leaders of advanced thinking will be lost— 
if in the home offices we fail to stop and con- 
sider the real situation and find the remedy, 
which is so simple if we are willing to see the 
word “quality” displace the wasteful word 
“quantity.” 

Fortunately, we can supply reasonable and 
specific circumstantial evidence that a form of 
bootlegging in life insurance exists in the great 
State of New York and elsewhere. We can 
also regretfully present clear evidence that 
neither work from the field nor legal enactment 
has yet effectively closed the polluted stream. 
Students of the real situation will readily find 
facts to assert with a reasonable degree of ac- 
curacy that if the life insurance, leakage in 
commissions could be honestly diverted from 
those not entitled to them to the real, honest-to- 
God service salesman, the cost of marketing 
this valuable and vital product could be reduced 
to the insured and the income of the real sales- 
man at the same time be increased. 


An ActTuAL CASE 


The facts which follow are given to illustrate 
the point under consideration. The case cited 
is an actual case. For obvious reasons the 
names are obscured. 

T. J. Cramer secures a letter of introduction 
to John VanDyke, whom he approaches for life 
insurance. VanDyke tells ‘Cramer that he 
“isn’t in the market, and that when he is he ex- 
pects to place his insurance through his friend, 
Ed. Benedict, or his brother, Jim, who expects 
to go into the business.” 

Aggressive and enterprising Cramer advises 
his agency department that Jim VanDyke is a 
good man and is going into the life insurance 
business. The superintendent of agencies writes 
Jim a letter, the exact copy of which follows: 


My Dear Sir: 

I have just met our Mr. T. J. Cramer, who 
has learned through your brother that you may 
be interested in taking up the profession of a 
life insurance salesman. 

This company is well equipped to give you the 
very best in the way of preliminary training and 
service, and Mr. Cramer got the impression 
that you would be sufficiently interested to come 
over and discuss the matter with us. He sug- 
gested that Saturday morning of this week 
might be agreeable to you. If it is, will you be 
good enough to wire me at our home office, ad- 
vising me what hour Saturday morning would 
be convenient? If Monday or Wednesday or, 
Thursday of next week would be more con- 
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venient than Saturday of this week, it would 
suit me all right, but I expect to be in Boston 
on Tuesday of next week and have to leave on 
Friday for several days. 

We shall be delighted to discuss the matter 
with you if you are interested. 

Meantime, the superintendent of agencies 
learns that John Van Dyke is applying for 
$600,000 life insurance. A few days later this 
reply comes back from Jim: 

Dear Sir: 

I beg to thank you for your favor of 22d inst. 
T am afraid that Mr. Cramer misunderstood the 
situation as regards my interest in insurance. 
This interest of mine was born mainly out of a 
desire to handle all our own insurance matters, 
and incidentally to make any saving possible. 
To do this I learned that I should have to get 
some official sanction. As a student of law as 
well as being Mr. VanDyke’s private secretary, 
I find that I am not above augmenting my funds, 
even a little. This explains my interest in in- 
surance. 

This was so significant in its possible mean- 
ing and followed so closely a good many cases 
having similar earmarks that the aforesaid 
superintendent of agencies with some assistants 
sought to watch the case further. It was found 
that John VanDyke’s insurance was being placed 
through his friend Benedict, a New York city 
real estate man. Benedict has been licensed 
several times by three well-known companies 
previous to VanDyke’s purchase. 


INCREASES LARGE COLUMN 


Immediately, however, company after com- 
pany began applying for a New York State 
license for Benedict. So far as the superinten- 
dent of agencies has been able to determine the 
facts, it is not the custom of the home office of 
many companies to inquire very far into the 
Benedicts who have hundred thousand dollar 
policies to place. Some of us who used to write 
the Benedict type of business more freely than 
we do now find that the VanDyke type of cases 
seem to get into the lapse column and even the 
mortality basket with unusual frequency. 

Feeling that Jim VanDyke might apply for a 
license, the matter was given attention in two 
States, in the belief that it would at least be 
well to prevent Jim from fulfilling the intention 
expressed in his friendly letter. 

A little later an application for a license ap- 
peared at Albany for Jim VanDyke. By a 
peculiar ‘coincidence it has later been shown to 
be a different Jim than the one who was possibly 
involved in the placing of John’s six hundred 
thousand. But the coincidence did not prevent 
the superintendent of agencies from finding to 
his utter amazement that the hands of the Com- 
missioner of Insurance of New York State were 
tied fast by a decision of the Court of Appeals 
rendered in 1912. Remonstrance was filed 
against the issuance of the license to Jim Van- 
Dyke. A photographic copy of his letter was 
filed with the remonstrance. Then came this 
startling pronouncement: ; 

The Department feels it is powerless to refuse 
to grant the license even if Mr. VanDyke made 
the statement that this was the only application 
that he expected to write and that he had no 
intention permanently to engage in the life in- 
surance business, or to write any case other 
than this. The Department tells me that the 
Court of Appeals decision in the case of “Hau- 

(Continued on page 20) 
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YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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More State Governors Praise Life 
Protection 


UNANIMOUS IN THEIR APPROVAL 


Latest Endorsements From Six States 


Below are more of the letters from various 
State governors, which are being published by 
the Prudential Insurance Company of America 
from week to week in connection with the 
Prudential Weekly Record. These letters do 
not refer particularly to the Prudential and are 
therefore valuable. canvassing documents for 
any agent. Several of them have already ap- 
peared in Tue Spectator, and others will fol- 
low from time to time as they are published by 
the Prudential. 

Letters from the governors of Maine, Con- 
necticut, Mississippi, Indiana, Rhode Island and 
South Dakota follow: 


PercivAL P. BAxTER, GOVERNOR OF MAINE 
Life insurance is one of the foundation stones 
of our modern economic structure. It gives 
stability not only to the home but to business in- 
stitutions, and I assure you that I fully ap- 
preciate its value to the community. Life in- 
surance companies are no longer regarded as 
private ventures, for they have become public 


institutions. 
Everett J. LAKE, GovERNOR OF CONNECTICUT 


In men’s struggle for success in life, one of 
the great drawbacks and, I think, the one which, 
while ruining many lives, stultifies many more, 
comes under the head of what we usually refer 
to as “not living within one’s income.” 

A man to reach the measure of success that 
may be his must at all times spend—not what he 
gets, but less than he gets. 

The man that leaves something unspent every 
single year of his life is absolutely assured of 
success. 

Anxiety for the welfare of family or de- 
pendents is often as destructive of energy in a 
man’s life as overwork or ill health. 








(Concluded from previous page) 


ser 206, New York 455,” clearly makes them 
powerless to refuse to issue a license on any 
ground other than personal unfitness or un- 


trustworthiness, and that such an issue could. 


not be raised successfully by them against the 
issue of the license in this case. 

The accuracy of this ruling has since been 
verified in a letter signed by the very able new 
Superintendent of Insurance. Please be assured 
that no criticism is made or inferred of the 
action of the officials of the Department. They 
have shown their earnestness in the welfare of 
all insurance interests in too many -ways to 
allow any such thought. 

The facts remain: 

The Court of Appeals found the law which 
was aimed to give the superintendent power to 
discriminate to be unconstitutional. 

This finding leaves a situation under which, as 
is stated above, a person may obtain a license 
even if it be to place a single case. 
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Thursday 


I know of no surer way for a young man to 
carry out a determination to avoid these pitfalls, 
no easier way to save, than to early in life in- 
vest in life insurance. If called upon for 
specific advice, I should advise carrying two 
classes of policy, equally divided, one-half being 
straight life insurance for the benefit of the 
family at death, the other half being an endow- 
ment policy which will give a certain amount 
of money available for use between the ages of 
forty and fifty, at which time every man is 
most apt to need money for protection or ex- 
pansion. 


Lee M. RusseLt, GovERNoR oF Mississippi 

Life insurance is a necessity. It is the only 
means I know of that allows the poorest citizens 
to care for their families by making small sav- 
ings from time to time without requiring a 
large outlay and without doing any harm to 
their duties to their families in the spending of 
money. A nice estate may be accumulated for 
the loved ones after they have passed away. In 
addition to taking care of the family after the 
death of the insured, he is able to be his own 
security if he needs financial assistance while 
he yet lives. 


WarrEN T. McCray, GoverNor OF INDIANA 

Life insurance is one of the best investments 
that can be made. I have long followed the 
practice of carrying a liberal line of life insur- 
ance and strongly recommend every person who 
can pass the required examination to carry 
whatever amount of life insurance they can 
conveniently assume. 


Emery J. San Souci, Governor oF: RHODE 
ISLAND 

Life insurance is most essential, and as a 
proof of this I am carrying as large an amount 
as my position in life will permit. I feel that it 
is the duty of every man to protect his family 
by reliable life insurance in so far as it lies in 
his power to do so. 

Many a dark hour has been lightened by the 
knowledge that the breadwinner of the family 
in his far-sighted affection provided for the 
relief and protection of his loved ones after his 
earthly career was ended. 


W. H. McMaster, Governor oF SoutH DaKoTA 

Life insurance is one of the safest and most 
substantial investments a man can make during 
his lifetime, and every citizen should thereby 
protect himself and those who may be depen- 
dent upon him. The basic principles of life 
insurance are sound. 





Two New Volunteer State Life Managers 
The Volunteer State Life of Chattanooga, 
Tenn., announces the appointment of two new 
managers, John A. Mathias for the northeastern 
portion of Texas, with headquarters at Gilmer, 
Tex., and P. Willard Smith for northeastern 
Ohio, with headquarters at Cleveland, Ohio. 





The Security National Bank Savings and 
Trust Co. is being organized at St. Louis. Its 
president, Byron W. Moser, originated the use 
of life insurance copy in bank advertising ; and 
its chairman, J. Lionberger Davis, is a well- 
known advocate of the benefits of insurance. 
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DEFENDS HIS PLAN 


James A. Grizzard’s Statement Con- 
cerning His “Insurance Savings 
System” 





BANKS USED AS DEPOSITORIES 





Sale of Life Insurance by Banks Described 
As “All Wrong”’ 


The statement presented below is made ww 
James A. Grizzard, of Columbus, O., because 
the subject of banks, in their relation to life 
insurance, has been much discussed of late, and 
has led to some confusion concerning the vary- 
ing methods followed. Mr. Grizzard therefore 
sets forth his views as follows: 

As a member of the Columbus (Ohio) Life Under- 
writers Association I have just received a copy of 
resolutions adopted™by that body, setting forth its dis- 
approval of the combinztion life insurance and savings 
account idea now being experimented with in different 
forms throughout the country. It follows closely, as 
announced, the resolutions adopted by the Cleveland 
association, copies of both being sent broadcast to 
life insurance interests. 

For several years I have been successfully conducting 
an organization selling old-line legal reserve life in- 
surance in large volume in Columbus, operating under 
the plan of the “Grizzard Insurance Savings System,” 
uSing one of the large banks as depository. Several 
months ago I invaded Cleveland with even more pro- 
nounced success. I have been informed that my pro- 
gressive operations led to a discussion of the general 
subject by the Cleveland association, which discussion 
resulted in the adoption of sweeping resolutions con- 
demning the whole idea of combining life insurance 
and banking, without specific references. 


DIFFERENT Prans USED 

My system, though seemingly similar in principle 
and name to the plans attacked, is distinctly original 
and totally different in detail of operation. Under the 
circumstances I therefore feel it my duty to explain 
some of the major points of my system that it may 
be excluded, in the minds of those interested, from 
the thing the associations are justly aiming at in their 
resolutions. 

Back in 1916, I believe, my brother and myself held 
an exhibit of the Grizzard “Insurance Savings Club” 
at the Hotel Grunewald in New Orleans, during the 
convention of the National Association of Life Un- 
derwriters held there. At great expense (for our pocket- 
books at that time) we brought the idea to the atten- 
tion of the insurance men attending. To some it 
was interesting and created favorable comment, but to 
the majority it evoked nothing more than a passing 
glance, a question or two, or a smile. The exhibit was 
attractive and as unique as the idea. But whether it 
was our fault or theirs, those attending failed to grasp 
the “big picture.’ 

I had previously been in the general advertising busi- 
paying particular attention to efficiency sales 
methods, and believing I had discovered in this plan 

idea of ‘&reat import and possibilities, if correctly 
larnessed, presented it to the accredited life under- 

titers because of my inexperience in the field of 
life insurance and in order that its development might 

controlled by and confined to the life insurance 
fraternity. My brother was discouraged at the cool 
eception and retired. The proposition was a side 
issue to him but I had tackled it with the determined 
itention to see it through. 


ness, 


Saves sy Banxs “ALL Wronc” 
I then took the matter up with the banks and for 
me time traversed the very same path that the banks 
are traveling today in the promotion of insured savings 
Through some bitter and disappointing ex- 
ces, I proved the present general plan of opera- 
st referred to, to be a decided mistake. There is no 


Junts. 






estion but that the plan of a bank itself selling life 
surance is all wrong, and no national bank can do 
that is, in the municipalities above five thousand. 
therefore, I do not view the recent excitement so 
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seriously. I regard the movement more as a tem- 
porary ‘‘stunt,’’ lacking in fundamental capacity and 
completeness, and from my experience, having found 
that insurance should be written by insurance men, I 
am of the opinion that it will fail and fall by its 
own weight of inconsistency. 

I believe that the evolution of the idea finds its 
best expression in real service today in the “Grizzard 
Insurance Savings System,” the result of years of 
careful experimentation and experience. 

The system is sponsored by. our organization, the 
bank merely performing its customary and legitimate 
function as depository. Through a carefully developed 
financial credit standing of practically unlimited scope, 
we are enabled to render an unusual financial service 
to the insuring public—a service never before extended. 

We, therefore, fill a unique and needed position in 
the insurance world, thus creating and sustaining poli- 
cies that otherwise would not be written as well as 
aiding business interests in their insurance programs. 

Under my system, life insurance is primary; the 
savings account, incidental, or rather, consequential, 
although we emphasize the savings 
feature of old-line insuranc. We underwrite any form 
of policy for any amount. We sell practically no 
term insurance, have a high average policy and a 
low lapse ratio, the latter being the result of a closely 
applied cultivation, credit and collection system. 

Our representatives are carefully chosen from the 
ranks of other lines and thoroughly trained in the 
ethics and technique of the life insurance profession. 
Our teaching comprises the theory of life insurance; 
its technical terms; company comparisons, such as rates, 
policy provisions, etc., uses of life insurance to in- 
dividuals and business interests, and the proper method 
of approach and ethical conduct. Thus we are bringing 
constantly new energies and forces into the profession 
of life insurance and therefore our policyholders under 
this system receive a service second to none. 

In order to effectively present this system to a com- 
munity. and make the enterprise profitable as a busi- 
ness project, so essential to its continuity and perma- 
nence, it is absolutely nécessary for us to popularize 
life insurance. To this end we maintain a compre- 
hensive, dignified and continuous advertising campaign 
which because of its educational features and per- 
sistency directly advances the cause of life insurance 
and indirectly helps every life insurance company, 
agency and agent coming under its influence. 

Therefore, I feel that when my system and method of 
operation is fully understood and appreciated it will be 
commended by the entire life insurance fraternity. 


very strongly 


Foresight 

When the peak of prosperity was reached, a 
little over a year ago, some wise ones sat back, 
took the long look head and said “It can’t last; 
things must be readjusted, we have to get back 
to normal.” Others persisted in the we-should- 
worry attitude, watched the clocks, to have 
plenty of time to spend their money, and when 
the country settled down to real business, they 
found that stick-to-it-ive-ness and application 
were to be recognized and that they had been 
buncoed with the idea that their services were 
indispensable. In the coming wintertime they 
will have many long hours to think over their 





mistakes. 

Real salesmen took the cue and, burning mid- 
night oil, they waded deep into selling-arguments. 
The order-takers pooh-poohed the necessity for 
this, but today they are not tush-tushing any 
more. They're doing their darndest to catch up 
with the others, who are many laps ahead. 

But greater foresight is needed. Competition 
makes for keener competition. Salesmanship 
makes for greater and more efficient salesman- 
ship. Progress is the order of the day, so the 
man who hopes to become more successful must 
grab Old Man Time’s wisp of hair and get 
right down to hard pan in the study game. 


21 





1921 Edition 
THE 
INSURANCE LAW 
OF NEW YORK 


Embraces Chapter 33 of 1909 and 
All Amendments, Including 1921 





Also Sections Relating to 
Insurance forms 


GENERAL CORPORATION LAW 
STOCK CORPORATION LAW 
GENERAL STATUTES 


Complete with Citations, References, 
Notes and Index. 


Price, $6.00 Delivered. 


THE SPECTATOR COMPANY 


CHICAGO Selling Agents NEW YORK 











He must look ahead, not with a cursory glance, 
but with steady gaze through strong binocu- 
lars. Get the idea? 

A story is told of that marvelous magician 
Robert Houdin, a favorite in the court of Em- 
peror Napoleon III, of how he was put to a 
severe test when told by the Emperor to pro- 
duce something absolutely new or lose his favor. 
The test proved that foresight, not tricks, brings 
success. 

After a lot of preliminary moves, Houdin 
said to the Emperor: “If your Majesty will 
have yonder oak cut down, you will find in its 
heart a gold box and in this box a message 
written by your father thirty years ago.” 

They cut down the oak. They found the 
gold box and the message. Late in his life 
Houdin confessed that thirty years before he 
had foreseen such a situation, had cut into the 
tree and buried the box. 

Houdin had the foresight to look ahead thirty 
years. Are you looking ahead even six months, 
setting your speedometer so as to keep your 
mentality populated with facts and canvassing- 
points that will make your prespects say 
“Ves ?”—Prudential Record. 


Service 

One of the greatest factors of making your 
work pleasant and successful is to carry with 
you in every duty and effort the thought that 
you are rendering service. When at college, 
after a very remarkable lecture on “Life’s 
Greatest Ideals,” I visited the room of a per- 
sonal friend of mine, and saw on the wall a 
card about 12 by 24 inches, upon which was 
printed the word “Others” in beautiful shades 
of blue and gold. The motto seemed odd, and 
I asked what was the purpose or idea of my 
friend. I see him now as he turned to me and 
said: “I am satisfied that the greatest ideal of 
my life is not so much what I get out out of it 
as much as what service I can render others. 
That word represents the principle that is going 
to control my life.” This man was a most re- 
markable success in a class by himself in the 
field he chose to follow, because he made the 
keynote of his life SERVICE.—The Nalaco. 


















































His:name was Hennessy. He was a locomo- 
tive engineer—ran one of those huge moguls 
hauling ten big steel Pullmans around curves, 
up hill and down, in storm and sunshine, through 
snow banks and over desert places. Seventy- 

ve years old—straight as an arrow—eyesight 
perfect, no  specs.—nerve steady—ffty-two 
years’ experience running an engine without an 
accident—knew every bolt and nut, every wheel, 
cylinder, pump, lever, grease cup in his giant 
machine. The conductor who introduced me 
said, “I wish we were late, I would like to have 
you see Hennessy eat up the miles. He is with- 
out doubt the best engineer on our line and I 
doubt if there is a better one on any line in 
the U.S. Watch now while I give him the 
signal to start and notice how before my hand 
is lowered the great train is slowly starting. 
No jerking the passengers out of their berths at 
night or jarring dishes off the tables in the 
dining car. Believe me there is a great man 
as well as a great master-engineer.”—JVell! 
Some testimonial. Man, I was proud to shake 
his grimy hand! And how safe I felt as the 
ponderous train rolled swiftly on towards my 
destination. A sweet sense of security filled my 
heart and mind as I laid my head on the pillow 
at night when I knew Hennessy was watching 
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the track ahead every instant—knew the mean- 
ing of all the lights along the way and his 
steady hand at the throttle was feeding those 
hungry cylinders with just enough steam to 
make time and safeguard the passengers. 

Yes, Hennessy is a type of the presidents of 
our great life insurance companies. They, too, 
must be masters with clear vision, steady nerves 
—comprehensive minds. They must know every 
part of the great machines they control. Policy- 
holders must feel a sense of security when their 
interests are entrusted to them. Wisdom, 
economy, conservatism, enthusiasm, tact, honor, 
stability must combine in them so that the 
sacred trust administered to the widow and 
orphans shall be kept inviolate. Hurrah for 
such engineers as Hennessy! And hurrah for 
those life insurance presidents whose duties de- 
mand the best in manhood, business capacity, 
integrity and the gentler virtues the whole wide 
world can furnish. To them be all honor due 
great financiers—to them be all credit due ad- 
vocates and trustees—to them be the glory of 
saving homes, educating and training children, 
closing poorhouses, preserving estates, banish- 
ing crime and taking “if” out of life. 

—R. O. TiciLos. 


THE BABY GIRL’S CRY 
By Irving Loeb 
Oh! Mama. Mama. ‘Who is that strange 
man?” sobbed little Mary, aged five, ‘and why 
is he taking me away? Oh! Mama, why don’t 
you stop him?” The mother with tears stream- 
ing down her face, her breast heaving convul- 


Thursday 


sively, a gulp in her throat which she tried in 
vain to swallow cried out, “Oh little Mary, if 
only I could.” The strange man who came to 
take little Mary away from her mother was an 
officer from the orphan asylum. Mary’s father 
had recently passed away, penniless, forcing 
Mary’s mother with two younger children to 
support, to send Mary to the orphan asylum. 

If Mary’s father had carried a monthly in- 
come policy, in a good life insurance company, 
@ary and her mother would have received a 
monthly income for life, sufficient to keep Mary 
away from the orphan asylum and in addition, 
if nothing had happened to Mary’s father, when 
Mary reached the age of 18, she would have 
received a monthly income sufficient to give her 
a college education. 

[Copyright, 1921, by The Spectator Company, 
New York. Companies and general agents de- 
siring to use this article, please write to THE 
SPECTATOR. | 


Loyalty Day in San Francisco 

The San Francisco office of the Equitable 
Life Assurance Society on December 13th, 
Loyalty Day, generally celebrated by the com- 
pany, transmitted 96 applications to the home 
office. These 96 applications represented busi- 
ness amounting to $405,000, the largest remit- 
tance ever made by the San Francisco office in a 
single day, according to M. Harold Casey, San 
I'rancisco manager. 

The Alliance of Philadelphia “will enter 
Virginia. 
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Backing Up the Agent 


During the first six months of 
this year, 5,211 Letters of Wel- 
come were sent to new Guardian 
policyholders. 


Backing up the Agents’ efforts with a 
courteous personal touch that strengthens 
the bonds of friendship between the policy- 
holder, the Agent and his Company is just 
another example of Agency Co-operation 
as practiced by The Guardian. 


If you want to know the whole story of what 
this Company is doing for tts field men, ad- 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


* 


GEORGE. L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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» THE SPECTATOR’S HOMICIDE ARTICLE 
The Chance of Getting Killed 


Along about 1906 the homicide industry in the 
United States seems to have picked up. At least 
that is what the statistics show. An official of 
a prominent life insurance company gives the 
figures in a recent number of THE SprEcTATOR 
(New York). In that year consolidated returns 
for thirty-one American cities showed that the 
rate per 100,000 people went up from 6.6 to 7.7. 
From that time the homicide rate went to 9.1, 
which was first reached in 1916. For 1920 the 
rate had gone back to 8.5. This will serve as a 
comparison when it is stated that the homicide 
rate in Memphis, Tenn., for 1920 was 63.4 per 
100,000, the highest of any city reported in the 
insurance man’s data. 

The statistician interested himself in ac- 
counting for the apparent fact that the highest 
homicide rate in the country was found in the 
South. He discovered the explanation in sepa- 
rating the cases by race. -Among the negroes in 
the South the homicide rate was 39.8 as com- 
pared with a rate for the white of 5.2 per 
100,0C0 over a period of five years. This would 
indicate that a negro has seven chances of a 
death by violence to the white man’s one. On 
the other hand, the comparison by races of the 
suicide statistics reveals an equally interesting 
condition. In Maryland, for example, over a 
period of five years the rate per 100,000 for 
suicide for whites was 14, while for negroes it 
was 4.3. Over the entire area covered by sta- 
tistics on the subject the rate for whites was 
‘8.2, while it was but 2.1 for negroes. 

Whatever explanation for the high mortality 
of colored people by homicide, there is no mys- 
tery about their low susceptibility to suicide. 
It was made clear in the remark of the old 
“uncle” who declared: ‘You see, boss, hit’s dis 
away. Befoh any nigguhs gwine shoot dis top 
offen his haid, he’s boun’ ter be in pow-ful bad 
trouble, and jes’ as soon as he sets down for ter 
worrify *houten dat trouble dat fool nigguh’s 
gwine ter sleep.”—Galveston News. 


First 1N HoMiIcipes 


To be first in homicides is not an enviable dis- 
tinction, and no one will want to change places 
with Memphis for the leadership. She has it by 
long odds, according to figures compiled by THE 
SPECTATOR, a well-known insurance journal, for 
the current year. 

One thing about the figures is encouraging: 
There were 500 fewer homicides this year than 
last, the total being gooo for 1921 against 9500 
for 1920. 

Memphis for a whole decade has led the 
country. For this year her record is 63.4 homi- 
cides to every 100,000 of population. Savannah 
follows with 44 per cent, Atlanta with 40.9, and 
Charleston with 36.5. New Orleans has a repu- 
tation of holding life cheaply, yet her percentage 
among southern cities was only 16.9; Nashville’s 
was 16, Washington and St. Louis 12.6, Cleve- 
land 12.5, Louisville 11.1, and Pittsburgh and 
Chicago 10.3. 

The lowest percentage was furnished by Spo- 
kane, with only 2.6. New York had 5.9, Boston 
5.1, Philadelphia 6.2, and San Francisco 7.01. 

Tue SpecTATOR remarks upon the decided 
preponderance of murders in the South, but 
quite fairly attributes it to the larger colored 
population. 

While northern cities show a materially less 
percentage than the South, in all it is higher 
than in Europe and very much higher than it 
would be if we had a stronger public opinion in 
favor of law and order, fewer technicalities 
operating to serve the criminal and prolong the 
time between the crime and final judgment.— 
New Orleans States. 


The Bankers Life of Des Moines, Ia., has an- 
nounced the appointment of Charles R. Monahan 
as general agent at Chattanooga, Tenn. Mr. 
Monahan is a native of Cincinnati, Ohio. 


Connecticut General Noventber Business 
Showed Improvement 

Vice-President Bulkley of the Connecticut 
General says that figures for the company’s 
November business are particularly encouraging. 

The issue in the life department is larger 
than the November, 1920, issue. The cancella- 
tions are nearly $2,000,000 less than for the 
corresponding month last year. These facts, 
and the big gain in the casualty business over 
November, 1920, as well as the increase in num- 
her of employees covered by old group policies 
showing improved industrial conditions, in- 
dicate satisfactory progress in economic read- 
justment and the return to thrift and the simple 
life after a period of extravagant expenditure. 

“Agents of the Connecticut General, realizing 
that the need for insurance is greater than ever, 
have faced discouraging conditions bravely and 
by hard work have actually produced greater re- 
sults than in that unprecedented year of 1920,” 
said Mr. Bulkley. 

Five applications for $50,000 each, a total of 
$250,000, were received by the Connecticut Gen- 
eral from members of a corporation a few days 
ago. The insurance is taken out for the pro- 
tection of the business and the premiums are to 
be paid by the corporation. 





—The 1922 calendar of the Pacific Mutual Life of 
Los Angeles portrays one of the big trees of Cali- 
fornia, the “Giant of the Pacific.” 


Bennet Van Syckel Dead 

Bennet Van Syckel, a director of the Pru- 
dential Insurance Company of America, died at 
his home in Trenton, N. J., last week at the 
age of ninety-one. His only business affiliation 
at the time was with the Prudential, and he was 
He was a 
noted jurist, having been for many years a 
justice of the Supreme Court of New Jersey. 

Forrest I. Dryden, Richard V. Lindabury 
and Edward D. Duffield, respectively president, 
general counsel and vice-president of the Pru- 
dential, were among the pallbearers at the 
funeral, which took place at Trenton on Thurs- 
day of last week. 


very active in its board of directors. 


Western and Southern Agency Meeting 
The annual meeting of superintendents and 
leading assistants and agents of the Western 
and Southern Life Insurance Company of Cin- 
cinnati, Ohio, is being held to-day and to- 
morrow at the Hotel Gibson, Cincinnati. 


The Metropolitan Life, of New York, has 
issued in booklet form a description of some 
of the health activities of the company. It has 
also issued a booklet in its “aids to citizenship 
series” entitled ““How To Take Out Your First 
Papers.” 

The proceedings of the fifty-second annual 
session of the National Convention of Insurance 
Commissioners have been issued. This book 
covers the meetings at Louisville in September, 
1921, and at New York in December, 1920. 











Legal Department. 





saving service? 


Your Company Investments 


in farm mortgages are profitable in proportion to your percentage 
of expense in handling them. 


Investigations, correspondence, and re-examination of ab- 
stracts, impose a heavy burden of time and money on your 


Although the cost be distributed among many cases, the fact re- 
mains that this unnecessary expense makes a considerable inroad 
on the return from the investment. 


OUR TITLE INSURANCE POLICIES 


on 


FARM MORTGAGE LOANS 


increase your income by relieving you of the greater part, sometimes all o 
this outlay, affording you better protection with no added expense. 


WE INSURE TITLES ANYWHERE IN 
THE UNITED STATES 


Many Eastern and Middle Western insurance companies are among our en- 
thusiastic clients. May we send you full particulars of this time and money 
Ask for our special booklet ‘‘S’’. 


NEW YORK TITLE AND MORTGAGE Co. 
135 BROADWAY, NEW YORK 


Capital, Surplus and 
Undivided Profits over 


$5,000,000.00 
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—SAVE— 
Contentment in Old Age 


What a wonderful blessing it is to see the old 
folks happy and contented in the winter of 
their lives. They owe their cheerfulness to 
their systematic savings, started many years 
back. 

START A SAVINGS ACCOUNT WITH THE 


St. Joseph Life Insurance Go. 
A Safe—Sound—Institution 
Seven Years Old 


All of our Investments Are First Mortgage 
Farm Loans 


Nearing Our 
$11,000,000.00 Mark of Insurance in Force 
PAID-FOR BUSINESS 


A. L. McPherson, President Walter W. Head, V.-Pres. 
Harry E. McPherson, V. P. & Sec. 


GOOD LIVE AGENTS WANTED 


Phone Main 3009 Address—Seventh and Felix Streets 


Start Today—Don’t Wait 


THE ACCUMULATION POLICY 


An Ideal Combination of 
Insurance With Investment 


Specimen Rate 
$10,000 Age 35 $319.00 


Table of Surplus Accumulations Based on con- 
tinued annual premiums of...................e00. $319 .00 
And insurance cost (included) of.................. 
And 4% annual interest after first year on surplus ac- 











PUTTS UREA OTIS IO 525 ra '5) 5 cons sige’ o oie Seal acoeinae hue eters 156 .00 
An. Int. on Total Am. payable 
End of Excess Accumula- Accumula- In Case 
Year Paid tions tions of Death 
5 $624.00 $26.50 $668.90 $10,688.90 
10 1404.00 66.00 1716.90 11,716.90 
15 2184.00 114.10 2967.70 12,967.70 
20 2964.00 172.70 4489.40 14,489.40 





The Accumulation Fund, or the interest therefrom, may be 
used for the payment of premiums, or withdrawn in cash at any 
time. Its use, however, does not reduce the insurance benefits 
specified in the face of the policy. No interest is required on 
withdrawals. Any balance in the Accumulation Fund at the 
death of the insured is payable to the beneficiary as additional 
insurance. 

We are also writing a policy covering insurance benefits only 
without investment features—Specimen Rate Age 35, $16.30 
per $1000.00. 

CAPABLE PERSONAL PRODUCERS WANTED IN 
TWENTY STATES. 


NATIONAL LIFE ASSOCIATION 


Des Moines, Iowa. 

















Incorporated 1851 


BERKSHIRE LIFE INSURANCE CO. 


Pittsfield, Mass. 





W. D. Wyman, President 











This Company has always pursued those poli- 
cies in the conduct of its business that have 
given it a high reputation for stability and 
fair dealing. 

Has always rendered the highest grade of 
service to its policyholders. 

Has always extended reasonable assistance and 
encouragement to its representatives to 
develop and hold their business. 

Its policy contracts give to each individual 
insurer full protection, safe-guarding, at 
the same time, the interest of all its policy- 
holders. 


Winfield S. Weld, Supt. of Agencies. 














PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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THE PROSPEROUS 
AGENT 


A New Book by 
WILLIAM ALEXANDER 


Presents Characteristics of the 
Successful Life Insurance 
Solicitor 


Beneficial to Those Contem- 
plating Entering the Life In- 
surance Business, as well as for 
Those Already In It. 


PRICES: 

Red Cloth Cardboard 
Single copy......... $1.50 $1.00 
25 COMICS... 6 cc cece ns Goede 22.50 
LC eee .. 62.50 42.50 
100 ‘* .. 120.00 80.00 
200° oO iiss cases EGO 150.00 
— eer roe 350.00 





THE ART OF SELLING 


' A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates; 
Inspires. 


PRICES, SILK CLOTH BINDING 


Single copy.......... $1.50 
25 COpieS.......-... seer seers. 33.75 
50 IEEE IE RS REIS SII ek 62.50 
TOO eds Sackcciacwismanese Ane 
PO OS. oe ck Rawlins tielowwewlcscec eee 
500 ‘* , 525.00 


It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec- 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and their ex- 
periences. The other, Mr. Tun- 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub- 
lished by 


THE SPECTATOR COMPANY 


Cur1caco OFFICE: 185 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


Life Insurance for Boys 

Parents are interested in everything that 
makes for the good of their boys and girls. 
Frequently they look at the present, however, 
not able to realize the swift development from 
youth to maturity. 

Fathers might as well understand that the 
boy will get married some day and there will be 
no stopping him if he is of any proper age at 
all. The only thing dad can do is to keep his 
nerve and stand for the shock. Same for girls. 

Few parents impress their boys with the vital 
need of life insurance. Perhaps they think 
when the boy marries that will be time enough. 
They forget that every year a man lives his 
insurance rates get higher. Wise fathers will 
even go so far as to pay the premiums on a 
good healthy policy for a few years until the 
boy is able to pay it. 

Any family man of thirty or more years will 
tell you he wishes he had acquired a fat policy 
at about eighteen or twenty. 

Any agent can tell you more than you want to 
know about life insurance in ten minutes. He 
will talk ten hours on the subject if you'll listen. 
His doctrine is true, too. Army boys as a rule 
had $10,0co insurance. Any young man of 
eighteen ought to carry half that, or all of it. 
It means safety for his sweetheart when he 
marries. 

Parents who are looking out for the future 
welfare and happiness of boys cannot afford to 
fail in getting them in right on the vital matter 
of life insurance. American boys are taking 
unto themselves wives at the rate of about a 
million a year. Every one of them must be 
happier if he has adequate protection for his 
bride—The Megaphone. 





George C. Murray Succeeds William 
Thornton 

Minor Morton, vice-president and agency 
manager of the Volunteer State Life of Chatta- 
nooga, announces the appointment of George C. 
Murray of Chattanooga as agency secretary, 
effective January 1, to succeed William Thorn- 
ton, resigned. 

Mr. Murray has just completed the course in 
life insurance salesmanship offered at Carnegie 
Institute. Prior to that time he was engaged in 
the automobile business in Chattanooga, and 
also for a number of years was on the stage. 
He is a native of Toronto, Canada. 


Commonwealth Life Association Organized 

The Commonwealth Life Association is the 
name of a new organization in the mutual in- 
surance field. It is a Fort Smith company, all 
the incorporators and officers being Fort Smith 
men. Headquarters will be maintained at Little 
Rock, Ark. 

The incorporators, directors and officers are: 
M. M. Hayes, president; James B. McDonough, 
vice-president; J. A. Gosnell, secretary, and 
Hugh Branson, treasurer. 

The annual meeting of the stockholders will 
be held on the last Tuesday of January each 
year. The original officers are to hold their 
positions until the annual meeting in 1922. 
Becomes Agency Superintendent of Pre- 

ferred Life 

The Preferred Life Insurance Company of 
Topeka, Kan., has announced the appointment 
of W. Z. Coy as superintendent of agents and 
C. C. Starns as his assistant. The Preferred 
Life is one of the group of insurance companies 
controlled by the Miller interests. Mr. Coy and 
Mr. Starns have been associated for eight years. 
They were formerly in the advertising and dis- 
play work for mercantile establishments and 
recently have been with the agency force of the 
National Reserve Life Insurance Company of 
Topeka. 

Parker’s “New York Insurance Law” for 
1921 Ready Soon 

The 1921 edition of Parker’s “New York In- 
surance Law” is now being printed and will be 
ready for delivery shortly. The Spectator 
Company have been appointed selling agents to 
the insurance fraternity for this valuable refer- 
ence book, and orders for it should be promptly 
filed to insure early delivery. The price of this 
work is $6 per copy. 

Reinsurance Life Presents 

The Reinsurance Life Company has sent to its 
friends for Christmas a very handsome com- 
bination desk calendar and note-pad, bound in 
fine leather and polished metal. They were 
highly appreciated by all to whom they were 





sent. 





A man who thinks he can’t is usually right. 


Even a deaf man can hear money talk. 

















first two contract years. 





OHIO , INDIANA AND ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced, 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

If your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 

Liberal financial assistance extended during the 


-—Minor Morton, Vice President and Agency Manager 
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ADVICE OF GREAT VALUE TO 
THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY EN- 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
SPECTATOR. 


Single copy 15 cents 1000 copies....... $25.00 
100 copies.......... $4.00 5000 copies....... 100.00 
500 copies.......... 15.00 10,000 copies....... 180.00 


THE SPECTATOR COMPANY 


CHicaGo OFFICE 135 WILLIAM STPEET 
INSURANCE EXCHANGE NEW YORK 











THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 
as follows: 


PRICES: 
100 copies..........$4.50 1000 copies....... $30.00 
500 copies.......... 18.00 5000 copies. ......120.00 
10,000 copies......$225.00 


(aap The Spectator Company will send during the year 1921 every 
Life Insurance Agent in the United States a free copy of the 
President and his Cabinet on Life Insurance, who has not received a 
copy of the President’s letter. This will be mailed in a sealed en- 
velope on receipt of 2c stamp, the somes also to state the name 
of the company he represents. Send in your application at ence. 

















_ THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition Just Published 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 
CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of fost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 
THE SPECTATOR COMPANY 
CHICAGO OFFICE: Selling Agents 135 William Street 


NEW YORK 


Insurance Exchange 


Admitted Assets Jan. 1, 1921 Cotiasces 
RN $2,712,200.00 ne pen 
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The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 











WE WANT AGENTS | 
_ to push our five-pointenine policies. 
Excellent Iowa territory and liberal 
€ contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 




















THE WOMAN’S BENEFIT ASSOCIATION — 
OF THE MACCABEES 
Largest siesiadaatt dace tmieniee o aoc in the World 


A “‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Bina M. West, Miss Frances D. Partridge, 
Supreme Commander, Supreme Record Keeper, 
Port Huron, Michigan Port Huron, Michigan 








SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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MARINE BILL PASSED 


Relief Hoped for by Companies Under 
, New System 


CHANGES IN TAXATION SYSTEM 


Enlarges Reinsurance Facilities and Allows 
Writing of Multiple Lines—Will Allow 
Credit for Foreign Deposits 

Marine underwriting, considered from the 
standpoint of financial profit, experienced some 
impetus early during the week when the mod- 
ern insurance law that has for some time been 
lying dormant at Washington was resuscitated 
and passed by the United States Senate without 
debate and without a record roll call. This 
measure, it is hoped, will wipe out some of the 
impediments to the success of marine under- 
writing which have long existed in the form 
of excessive taxation. Under the handicap it 
has been with great difficulty that American 
insurance companies have been able to compete 
with foreign companies which are not subject 
to the burden of taxation. The measure was 
brought up by Senator Jones of Washington, 
chairman of the Senate Commerce Committee, 
and there being no one who desired to discuss 
the question the measure went through in the 
routine manner. 

A similar measure, known as the Edmunds 
Bill, is pending in Congress, but it is expected 
that action on it will be taken soon after the 
holiday recess, although there is much opposi- 
tion to its provisions. It is designed to serve 
as a model for adoption in all the States in the 
Union, its provisions being limited to the Dis- 
trict of Columbia. Its advocates claim that by 
writing into their own laws similar legislation, 
the States may liberalize their statutes so that 
the home companies may compete with the 
marine underwriters of foreign countries. It 
will place the American marine underwriter on 
a parity with his foreign competitor by remov- 
ing legislative handicaps which now stand in 
the way of progress and with which the foreign 
competitor is not obliged to contend. The di- 
versity of the laws affecting marine insurance 
in this country has been an unsurmountable ob- 
stacle to the growth of the business, and the 
remedy rests with each State, there being no 
uniform legislation. 

Four fundamental changes are provided for in 
the new measure. Primarily it provides for the 
substitution of a system of net profits taxation 
for marine insurance instead of taxing the gross 
premiums; the establishment of the multiple in- 
surance principle so that American fire, marine 
and fire-marine companies may be permitted to 
transact all kinds of insurance éxcept life, 
fidelity and surety bonding; and the enlarge- 
ment of reinsurance facilities. 

The bill enables direct-writing companies to 
exchange business with other companies meet- 
ing proper standards of solvency so freely as 
to make the reinsurance automatic and prac- 
tically national in scope. It will also remove 
existing limitations on the financial powers of 
companies which hamper operations in foreign 
fields by permitting credits for deposits made in 


CINCINNATI COMPANIES MERGE 


Eureka F. & M. Consolidates With 
Security F. & M. 

The Eureka Fire & Marine and Security Fire 
Insurance companies of Cincinnati have com- 
pleted arrangements to consolidate on January 
1 as the Eureka-Security Fire & Marine Insur- 
ance Company. 

The new company will have a capital of $250,- 
000, net surplus of over $400,000 and assets of 
over a million. 


H. R. Loudon Praises T. A. Weed 

In referring to the impending retirement of 
T. A. Weed, agency superintendent of the 
United States branch of the Liverpool and 
London and Globe of Liverpool, who has served 
that company loyally for forty-five years, H. R. 
Loudon, the retiring manager, pays high tribute 
to Mr. Weed’s excellent qualities and efficient 
service. 

The American General Insurance Company 
of Chicago has been licensed by the Illinois In- 
surance Department and will commence writing 
business the first of the year. Philip J. Kieffer 
of Chicago has been elected president. 


Norwegian Marine Companies Facing Crisis 


Telegrams from Christiania announce that 
a serious crisis has arisen in the Norwegian 
insurance world, says The Policyholder of 
London. Losses, particularly in the marine de- 
partment, have been enormous, and have so 
seriously impaired the reserves of some offices 
that drastic measures are being taken to clear 
the situation. Several companies are said to be 
stricken, but no exact figure or even likely es- 
timate of their losses can be given. In the case 
of two offices most prominently in public notice, 
claims amounting to 20,000,000 kroner (approxi- 
mately £714,300) have been notified, and these 
are held to be principally in connection with 
business in America and England. 








other countries over the legal reserve liability 
as an asset in the company’s home statement. 


EXCESSIVE RATES 


Marine Underwriters Spend Several 
Days in Washington 





WILL PROVE SHIP BOARD BOATS ARE 
NOT DISCRIMINATED AGAINST 





Benjamin Rush and W. H. McGee Confer 
With Emergency Fleet Corporation 
Officials 

Concerning the allegation of the United States 
Shipping Board that the marine underwriters 
were charging excessive premiums for coverage 
of cargoes carried on Government vessels, ac- 
tion is pending which will aim to establish 
amicable arrangements between the two factions. 
Benjamin Rush, president of the Insurance 
Company of North America, and William H. 
McGee, president of the underwriting company 
bearing his name, spent several days recently 
in Washington conferring with officials of the 
Emergency Fleet Corporation. They procured 
from the Shipping Board a list of questions 
bearing on the insurance question, which are to 
be taken under consideration at once by the 
New York Board of Marine Underwriters. 

The questions asked by the Shipping Board 
include information on which the marine com- 
panies calculate their rates on cargoes trans- 
ported on Government vessels, and loss ratios 
in comparison with premiums that are paid by 
shippers. As has before been stated in these 
columns, the underwriters will show that wher- 
ever the rates have been at all excessive, they 
have been applied to shipments on vessels whose 
operators are known to be inefficient, thus mak- 
ing the risk more hazardous, and also in cases 
where the ship itself has been of doubtful sea- 
worthiness. 

The Shipping Board will endeavor to show 
that while this reason for discriminative rates in 
the past may have been justified, the cause has 
been remedied by improved condition of the 
ships and the inauguration of a higher system 
of operation. 











Casualty Returns 
The Liverpool Underwriters’ Association has issued the following classified Return of 
Casualties to Vessels of 500 tons gross register and upwards, which have been posted in the 
Loss Book during the month ended September 30, 1921: 











3ritish 
Sail Steam 
Nature of casualty stm Sm = a ic} 
oun aon Sw a] 
oO « O +e) ra 
ae ar) oe = 
Weather damage .......... — — — 6 
Founderings and abandon- 

MENS 2c csccovesccceovees — — —_— -- 
GivaANGINOE 5 nce waa ces awe l 1 2 46 
CORSIONS: -6.ov socio kee ees -- — 5 
Fires and Explosions....... - — -- 15 
MESSINS. o deca rvetedaees + — — — 
Damage to machinery, shafts 

and propellers .........- — - - 23 
Other casualties .......... -- = _- 16 

Totals, September, 1921 1 1 2 156 
Totals, September, 1920 — 2 3 191 
Totals, September, 1919 2 2 6 145 











Foreign Results 
Sail Steam 
oo « Oo oo » © a 
ae Se ca Set = 
— ~ 
— 4 — 15 — 25 25 
1 -— 2 — 3 — 3 
1 3 4 49 8 99 197 
oa 6 1 45 1 101 102 
3 1 -- 24 1 40 41 
— — — 38 = 60 61 
— 8 = 36 a 61 60 
3 22 Yj 207 13 386 399 
7 27 10 302 20 522 542 
3 18 12 315 23 480 503 





—The Scandinavian Insurance Magasine. 
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CASUALTY INSURANCE 


The Maryland Casualty Company 
announces the establishment of 
Electrical Machinery Insurance. 
This indemnifies against loss by rea- 
son of accidental breakdowns or 
burnouts of electrical machinery. . 
Besides relieving owners of the 
heavy risk of financial loss, it opens 
a wide field for Insurance Men. 


_— —- P siiaies, 


Baltimore 


SURETY BONDS 

















UNITED STATES TRUSTEES 


J. Montgomery Hare, 
Chairman 

J. Frederic Kernochan 

Dallas B. Pratt 

W. Emlen Roosevelt 


THE STATE ASSURANCE 
COMPANY, Limited 


Liverpool, England 


WILLIAM HARE, 
United States Manager 


H. L. SOWARDS, 
Agency Superintend-= 
ent 


Announces January first 
Removal of Headquarters for the 
United States 
to 
100 MAIDEN LANE, NEW YORK 


Fire, Tornado, Use and Occupancy, 
Automobile 


New York Suburban 
F. F. Richardson 
1 Liberty Street 
New York, N. Y. 


New York City Dept. 
Hall & Henshaw 
90 John Street 
New York, N. Y. 
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** Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 


Incorporated 
Box 617 Louisville, Ky. 


“" 


_ 
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WILL MANAGE NEW YORK OFFICE 


E. G. Barth to Head National Liberty 
Uptown Branch 

Several new year promotions have been an- 
nounced by the National Liberty Insurance 
Company. E. G. Barth, assistant manager of 
the New York office, has been promoted to 
manager, while William H. Harrison, in charge 
of the counter at the Brooklyn office, has suc- 
ceeded Mr. Barth as assistant manager. 

The National Liberty will move its uptown 
office to the new Liggett building at 42nd street 
and Madison avenue. 


Ice House Fires 

Among the numerous large industrial cor- 
porations which subscribe to THE SPEcTarTor, 
being interested in fire protection and insurance 
matters, is the General Motors Corporation of 
Detroit. 

The following letter recently received from 
William Wells, fire prevention engineer for that 
concern, contains some interesting information 
concerning fires in ice houses: 


GENERAL MOTORS CORPORATION 


Detroit, MICHIGAN 
Décenber 7th 
2982 


The Spectator Comamy, 
135 William Street, 
New York City. 


ry 


Gentlemen: 


In The Spectator of November 17th, page 11, I note 
article in regard to ice house fires at Lake Hopatcong, New Jorsey, 
with the explanatory article from "Fire Insurance Inspection and 


Underwriting". 
Im addition to the causes of ice house fires cited 


in this book, 1. 6. spontaneous combustion, I would call your attention 
to the fact that ioe houses are especially susceptible to lightning 
and practically a11 ice houses ever built along a river valley where 
electric stoms naturally travel have at one time or another been 
struck by lightning due to the ascending colum of vapor rising fran 
the evaporating ice. Practically 11 the spontaneous combustion 
fires in ice houses occur in the winter or early spring, while the 
sumer fires are almost entirely fran the lightning hazard. It might 
seem strange to the layman, but the cause of lightning striking ice 
houses is the same as the cause for it striking 011 tanks, 1.0. an 
ascending colum of vapor which, in the case of the oil tank, is of 
course @moil vapor containing highly volatile ingredients. 4n 
observation of these two classes of fires will show that they occur 
especially where the ice houses or oil tanks are in a valley or 
along & river where the electric storms travel with the strean. 


Very truly yours, 


GENERAL WOMRS CO T 


Pire Prevention Engineer 


ior TEB 
George A. Clarke Resigns as Secretary of 
Home 

George A. Clarke, secretary of the Home In- 
surance Company of New York, has resigned. 
Mr. Clarke joined the staff of the Home in 
1902. Speaking of Mr. Clarke’s retirement 
from the Home staff, President E. G. Snow 
said: 

He resigned to take up other interests and 
prospects which for some time have been the 
subject of consideration by him. The company 
recognizes his valuable services in various ca- 
pacities during the past nineteen years. 


New York Fire Losses for 1920 and 1921 
The following comparison of fire losses in 


New York city and New Jersey was issued by 
the National Board of Fire Underwriters last 








week: 

STATE Year No. of Losses Amount 
New Jerséy........ 1920 127 $590,006 
New Jersey........ 1921 196 3,300,000 
New Verh eviescces 1920 2,652 15,700,000 
NOW WO <ccssk0c 1921 8,337 18,600,000 
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DIGEST OF CASUALTY NEWS 
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Maryland Casualty’s New Line 


It is announced that the Maryland Casualty 
Company of Baltimore has established a depart- 
ment for the handling of electrical machinery 
insurance. This indemnifies the insured against 
loss by reason of accidental breakdowns or burn- 
outs of electrical machinery. This is an excel- 
lent new line for agents to offer, as there should 
be a good demand for such insurance to relieve 
owners from the heavy risk of financial loss 
which is always present in electrical installa- 
tions, 

The electrical machinery policy will follow 
the same lines of coverage as the company’s 
steam boiler, engine, or fly-wheel contracts, 
namely, against all immediate loss or damage 
from breakdown of the machine or machines, 
covering the machines themselves and all other 
property of the insured, wherever located, the 
property of others for which he would be liable, 
and, in addition, will defend for the insured any 
suit arising from such breakdown that may be 
brought against him. By endorsement the con- 
tract may be extended to cover damages arising 
out of the death or injury caused by the break- 
down of the insured machinery of any person 
or persons. 

Every factory and office building will consti- 
tute a prospect for the agent selling this class 
of insurance. The policy covers any piece of 
electrica! apparatus, including the pulleys and 
gears, if any, mounted on the shaft of the ma- 
chine, while “breakdown” is defined as meaning 
the breaking, burning out or disrupting of the 
machine or any part thereof while in operation 
which immediately stops the function of the 
machine and which necessitates repairs or re- 
placement before its function can be restored. 
A valuable feature of this insurance is the in- 
spection service which accompanies it. 


Georgia Casualty Makes Changes 

Peter Epes, Chicago manager of the Georgia 
Casualty, will return to the home office at 
Macon. Ga., on January 1 and resume his old 
position as superintendent of agents. Mr. Epes 
has been in charge of the branch office at Chi- 
cago, and during that time has increased the 
business materially and improved its character. 
Mr. Epes will be succeeded in Chicago by W. W. 
Heise, who has been superintendent of claims, 
and Mr. Heise will be succeeded by T. B. Patton, 
who has been his assistant. 





Ten Per Cent of Total Deposits Allowed 
in Private Banks 

The New York Insurance Department has 
modified its ruling of last September and will 
allow credit for deposits in private banks up to 
10 per cent of the total deposits. This modifica- 
tion has been made on account of the fact that 
so many private banks have numerous foreign 
branches, the use of which greatly facilitates the 
payment of foreign claims. 
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Heads Coast Automobile Department of 
Fireman’s Fund 

Kenneth M. Brown, one of the younger auto- 
mobile insurance men of California, has been 
appointed superintendent of the automobile de- 
partment of the Firemans Fund Insurance Com- 
pany at the San Francisco office. Mr. Brown's 
entire insurance career has been with the Fire- 
mans Fund with which he became connected 
in 1903 as office boy. His rise has been rapid 
and for the past several years he has been cov- 
ering California from the Tehachapi north as 
automobile special. This territory has now been 
divided and F. H. Elster appointed to cover the 
southern portion and G. A. Archambault the 
northern. 


To Represent Massachusetts Bonding 


Bernard LeMohn has been appointed Madera 
County, Cal., representative for the Massachu- 
setts Bonding and Insurance Company, suc- 
ceeding the Ryer Realty Company. Mr. LeMohn 
is a prominent business man of Madera and is 
highly esteemed. 


Casualty and Surety Club Dinner 
The Casualty and Surety Club of New York 
will hold its annual meeting and election of 
officers to-night at the Drug and Chemical Club. 





CASUALTY NOTES 











The Arizona Autombile Mutual Insurance 
Company of Phoenix, Ariz., has reinsured its 
risks in the Employers Mutual Indemnity of 
Phoenix. 

The Motor Mutual Indemnity Association of 
Kansas City will move its head office to Wichita, 
Kans. It is now controlled by J. B. Sackett 
and his associates. 

A new automobile insurance association has 
been organized by Charles L. Crane of St. 
Louis. It is reported to have a guarantee 
fund of $200,000. 

The Kansas Casualty and Surety Company 
of Wichita, Kan., was recently examined, 
showing assets of $880,242; liabilities except 
capital of $519,562, and a capital stock of $500,- 
000. 

The capital of the Metropolitan Motor In- 

surance Company of Cleveland, Ohio., was re- 
cently increased from $100,000 to $500,000. 
The president of this company is R. H. York 
and its secretary is F. G. Hogen, Jr. 
_ The Inter-State Casualty Company of Birm- 
ingham, Ala., has moved its offices to the twenty- 
fourth and twenty-fifth floors of the Jefferson 
County Bank building, the highest building in 
the South. The company has had a satisfactory 
year and has had to increase its premises to 
keep up with its growing requirements. 

_ The Ocean Accident and Guarantee Corpora- 
tion, Ltd., of London, of which C. H. Neely is 
United States manager, has issued a set of 
handsome circulars designed to assist its agents 
in the writing of burglary and allied lines of 
insurance. They are very effective and should 
help the company’s agents in producing a good 
volume of new business. 
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HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483,100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 











The Farmers and Bankers 
Life Insurance Company 
Invites Inspectton—Inquiry of Integrity 
It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company, 


HOME OFFICES: WICHITA, KANSAS 











WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, IIl., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 


(IN PRESS) 
THIRD EDITION 


TABLES OF 


COMPARATIVE BENEFITS 
OF 


VARIOUS COMPENSATION LAWS 


Compiled by 
STANLEY L. OTIS 


Director Bureau of Workmen’s Feempenention, New York State Dept. 
of Labor 


The Workmen’s Compensation laws of forty-two States are 
thoroughly analyzed in this work as to their benefits under the 
following distinctive headings: Death; Permanent ‘Total; 
Dismemberment; Permanent Partial (Other Cases than Dis- 
memberment); Temporary Total; Temporary Partial; Medical 
Aid; Waiting Period; Miscellaneous. 

This work has been revised and carefully compiled by Mr. 
Otis who has been intimately associated with the Workmen’s 
Compensation movement in this country since its inception. 
His experience with liability and compensation laws is exten- 
sive. At the present time Mr. Otis has charge of the direction 
of the Administration of the Workmen’s Compensation Law 
in New York State. 


SCHEDULE OF PRICES 


Per copy........... $1.00 50 copies........... $30.00 
12 copies.......... 10.00 100 copies... ........% 50.00 
500 copies. . . .$200.00 


Advertisement will be printed free on orders for 100 
or more copies. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK | 














C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fle. 
Accident and Health Insurance Commercial and Industrial 


























THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr., Sec’y & Treas. 


‘GRAND RAPIOS LABEL CO. 


BELS 


FOR FOLDER 
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ACTUARIAL STUDIES 


Seedy. No. **SOURCES AND CHARACTERISTICS OF THE PRIN.. 
CIPAL MORTALITY TABLES.” Price 21.25 plus cost of delivery, 
Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.’’ Price $1.25 plus cost of delivery. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Chapter on “‘ Disability Benefits” (Study No. V.) is nearly complete and 
should be ready shortly. 
Good progress has also been made on the chapters ‘‘ Construction of 
Mortality Tables (No. II.) and ‘‘ Population Statistics’’ (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Witu1am STREET 
Insurance Excuanas NEW YORK 











HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 





Insurance annette New York 
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Casualty, Surety, Etc. 











COMPENSATION 











Intrastate Compensation Claim 

Is a railroad with branch lines doing a purely 
intrastate business subject to the workmen's 
compensation law of that State in which the 
intrastate lines are operated? This is a ques- 
tion that has been presented to the Utah State 
Industrial Commission. C. L. Burt, a black- 
smith in the employ of the D. and R. G. West- 
ern Railway Company, sustained the loss of an 
eye while fixing a chisel for his employers and 
he claimed compensation for the injury on the 
ground that the company did an intrastate as 
well as an interstate business. 


Hearing on Occupational Diseases 

The Ohio State Industrial Commission held 
their first hearing last week on claims arising 
from occupational diseases. About thirty such 
claims have been filed with the commission. 
It is stated that a most complete investigation 
of the time of contracting the diseases will be 
made by the commission and that a full history 
of each case must be filed with the commission. 

It is expected that the claims will be referred 
to the medical division of the commission for 
their approval before they are finally allowed. 
Holds Railroad Should Come Under Com- 

pensation Act 

The Industrial Commission of Utah holds 
that the Salt Lake and Utah railroad and the 
3amberger railroad, electric lines, should come 
under the State workmen’s compensation act 
and they have been ordered to appear before 
the commission in January to show cause for 
their exclusion from its operations. 
Refused Claim of Unlicensed Practitioner 

The Kansas Insurance Department is study- 
ing the question of whether or not the license of a 
person to practice some form of medicine makes 
any difference as to the right of an insurance 
company to pay a claim. A Kansas man bought 
an accident and health policy from the Federal 
Insurance Company of Lincoln, Neb. Some 
time later he made a claim for a loss under the 
health section of the policy. The certificate 
was made up and under it the company mailed 


a check for seventy dollars in payment of the. 


claim. 

Then payment was stopped on the check and 
that brought the inquiry to the insurance de- 
partment and the company was asked to explain 
why it had allowed the claim and then stopped 
payment on the check which it had issued. The 
company replied that after the claim had been 
approved it was discovered that the certificate 
had been signed by a man giving his profession 
as “Mechano-Therapeutist.” The company then 
sent a telegram to the State Board of Medical 
Registration asking if this branch of “medicine” 
was authorized in Kansas and if the practitioner 
was licensed. The board replied that it did not 
recognize the Mechano-Therapeutists and that 
the practitioner was not licensed. 

The company held that since the certificate 





was made by a person unlicensed in Kansas that 
it had no right to pay the claim and declined to 
do so. The claim division of the insurance de- 
partment is now studying the law and court 
decisions to determine whether or not the com- 
pany can refuse to pay the claim under these 
circumstances or the policyholder 
should obtain a certificate by a licensed physi- 
cian. 


whether 


Receiver Asked For Employers’ Under- 
writers Agency 

The receivers for the Employers Mutual In- 
surance and Service Corporation have asked that 
receivers be appointed for the Employers Un- 
derwriters Agency of Baltimore. The two 
companies were closely associated, the one being 
agent of the other. It is said that the agent 
company owes the Employers Mutual a large 
sum of money, but is using its available funds 
to retire stock rather than to pay its debts. 
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Takes Over Live Stock Company In 
The whole of the share capital of the Shrop- 


shire Live Stock Underwriters Association of 


gland has been acquired by 


the British 


Veterinary Insurance Company, according to 
advices from London. 





Companies holding certificates of authority from the Secretary of the Treasury under the 
Acts of Congress of August 13, 1894, and March 23, 1910, as acceptable sureties on Federal 
bonds; limit for which they may be accepted on any one bond; also acceptable reinsuring com- 


panies under department circular of September 21, IgIo. 





INCORPORATED NAMES OF COMPANIES WITH 
LOCATIONS OF HOME OFFICES. 








QUALIFYING POWERS. 





On basis of financial statement 


for the quarter ended Septem- 





Surplus and 
undivided 


| 
} 
| ber 30, 1921. 
profits. 


Capital. 


Limit on 
any one 
bond 10 
per cent 
of capital 
and surplus, 





Connecticut. 


1. The Aetna Casualty and Surety Company, Hartford..... 
2. Hartford Accident and a Co., Hartiosd... ...5...+ 
owa, 
3. Federal Surety Company, Davenport................... 
4. Iowa Bonding and Casualty Company, Des Moines........... 
5. Southern Surety Company, Des Moines................. 
Louisiana, 
6. Union Indemnity Company, New Orleans............... 
Maryland. 
7. Fidelity and Deposit Company of Maryland, Baltimore... 
8. Maryland Casualty Company, Baltimore............... 
9. United States Fidelity and Guaranty Co., Baltimore........... 
Massachusetts. 
10. Massachusetts Bonding and Insurance Co., Boston....... 


Michigan. 
11. General Casualty and Surety Company, Detroit......... 
New Jersey. 


$2,000,000 .00 
1,000,000 .00 


569,625.00 
1,000,000 .00 
1,000,000 .00 
1,000,000 .00 
3,000,000 .00 
3,500,000 .00 
4,500,000 .00 
1,500,000 .00 


500,000 .00 


$2,332,079 .62 
1,224'493.31 
98,699.81 
230,026 .39 
523,254.39 
301,927.47 
1,782,613 .45 
4'650,911.17 
3,836,717 .64 


503,752 .02 





179,929 .95 


12. Commercial Casualty Insurance Company, Newark........... | 
13. 


New York. 
14. American Surety Company of New York..................... 
Columbia Casualty Company, New York..................... 
The Fidelity and Casualty Company of New York............ 
17. The General Casualty and Surety Reinsurance Corp., N. Y..... 
Globe Indemnity Company, Newark, N. J 
19. London & Lancashire Indemnity Co. of America, N. Y....... 


International Fidelity Insurance Co., Jersey City............. | 


20. National Surety Company, New York. ............ 0000-0000 
21. New Amsterdam Casualty Company, Baltimore, Md.......... 
22. The Preferred Accident Insurance Company of N. Y.......... 
23: Royal Indemnity Company, New York. ..... 2.6... ccecc eens 
24. United States Guarantee Company, New York............... 


Pennsylvania. 
American Re-Insurance Company, Philadelphia............... 
Indemnity Insurance Co. of North America, Philadelphia... ... 
Pennsylvania Surety Company, Harrisburg................... 
Republic Casualty neat J isi | 1) |: Re a ae en eee ea 
exas. 
American Indemnity Company, Galveston.................., 


750,000 .00 
300,000 .00 


5,000,000 .00 
800,000 .00 
2,000,000,00 
800,000 .00 
750,000.00 
750,000 .00 
5,000,000 . 00 
1,250,000 .00 
700,000 .00 
1,000,000 .00 
250,000 .00 


750,000 .00 
1,000,000 .00 
400,000 .00 
850,000 .00 


600,000.00 





556,268 .26 
923,151.7 


1,441,228 .62 
496,043 .42 
3,539 ,142.74 
201,762 .83 
1,099,105.71 
203,368 .O1 
4,090,798 .94 
292,037 .70 
1,009 395.00 
2,384,254 .39 
832,288 .81 
356,357 .42 
470,323 .74 
123,156 .69 
149,234.58 


347,143.68 


$433,207 .96 
222,449 .33 


66,832.48 
123,002 64 
152,325.44 


130,192. 


478,261.35 
815,091.12 
833,671.76 


200,375.20 
67,993. 


130,626 .83 
122,315.17 


644,122.86 
129,604 .34 
553,914.27 
100,176.28 
184,910.57 
95,336 .80 
909,079 .89 
154,203.77 
170,939 .50 
338,425.44 
108,228 .88 
110,635.74 
147,032.37 

52,315 .67 

99,923 .46 


94,714.37 


00 





"OOMATS co 55 is x nb aiadsrcacanencomwaes ee 





$42,519,625. 


00 [$34,179,467 
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|87,669,909 24 








FOREIGN 





CoMPANIES AUTHORIZED AS REINSURING COMPANIES ON GOVERNMENT BONDS ONLY. 











| Net Assets. 
| 


| 
| 
| 


Qualifying 
Power. 








The European Gen’l Reins. Co., Ltd., London, England (U.S. Office, New York, N.Y)| $1,096,623 .75 | 
The Guarantee Co. of No. America, Montreal, Canada (U.S. Office, New York, N. Y.) 
The Ocean Acc. & Guar. Corp., Ltd., London, England (U. S. Office, New York, N. Y.) 


Br TA. ATE Ce eT eer Ty me 


$109,662 .38 





930,729 .25 93,072 .93 
4,242,090 .68 424,209 .07 
$6,269,443 .68 $626,944 .38 
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Help Wanted 





Actuarial 


Actuarial 











Insurance underwriter, experi- 
enced in compensation, automo- 
bile and miscellaneous lines, for gen- 
eral agency located in large city of 
western New York. An excellent 
opportunity for the right man. 
Address, giving age, underwriting 
experience, and salaries formerly 
drawn. Underwriter, care THE 
SPECTATOR, City Hall Station, New 
York, N. Y. 





SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 























Public Accountant 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 
Telephone Randolph 7684 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 




















HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





W. R. HALLIDAY 


CONSULTING 
ACTUARY 


INSURANCE EXCHANGE CHICAGO 


























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile- ord National-Hartford _ Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume=-Mansur Bldg. 
Hubbell Building 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutua! 
Assessment or Fraternal Life Companies, Associations or 
Orders. . . 
Temporary money advanced on strictly private 

ents. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





JULIAN C. HARVEY 


GEORGE B. BUCK , 
ACTUARY 























Actuarial 


| CONSULTING Specializing in Employees’ 
ACTUARY Benefit and Pension Funds 
CHEMICAL BUILDING ST. LOUIS, MO. venlimenenimseael NEW YORK 
JNO. A. COPELAND T. J. McCOMB 
CONSULTING CONSULTING ACTUARY 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


Colcord Bldg., OKLAHOMA CITY, OKLA, 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
New York 





35 Nassau Street 


—- 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 


























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





A. SIGTENHORST 
CONSULTING ACTUARY 


Natiofal City Bank Bldg., WACO, TEXAS 


Insurance Examiners and Adjusters 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 














FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Caroline 
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Actuarial 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
19 Jackson Place, N. W. Independent Life Building 











State of Liverpool Moves U. S. Office 


The United States head office of the State 
Assurance Company, Ltd., of Liverpool, Eng- 
land, will be located, from January I, 1922, at 
100 Maiden Lane, New York. William Hare is 
now United States manager of the State, and 
H. L. Soward is agency superintendent, its 
United States trustees being J. Montgomery 
Hare, chairman; J. Frederic Kernochan, Dallas 
B. Pratt and W. Emlen Roosevelt. 


The Fire and Marine Agency, of New 
Orleans, has secured a temporary injunction re- 
straining the New Orleans Fire Insurance Ex- 
change from taking action looking to the expul- 
sion of the agency. 








Opinions As To 1922 
(Continued from page 3) 


Joun B. Morton, Presipent, THe NATIONAL 
Boarp oF FirE UNDERWRITERS, VICE-PRESI- 
DENT, PHE Fire ASSOCIATION OF 
PHILADELPHIA 
The prospects for the insurance companies 
during the year 1922 depend entirely upon the 
prospects for general business. The fire insur- 
ance companies do not make trade conditions ; 
they meet them. The general trade conditions, 
in my opinion, are improving slowly but health- 
fully. The business men and thinking people 
already realize, the necessity for and are prac- 
ticing economy and thrift. Others will slowly 
follow. I would say that the situation looks 

hopeful. 


H. R. Cunnincuam, Presipent, THE Mon- 
TANA LiFE INSURANCE COMPANY, THE 
AMERICAN LIFE CONVENTION 
I believe 1922 will prove a good year in life 
insurance production and that the new business 
will suggest the highest quality and show a 
greater persistency. We must acknowledge 
that 1920 was rather a make-believe year ; while 
1921 on the average of all companies shows as 
great production as anyone could have previ- 
ously anticipated. Conditions are improving in 
the Northwest. The War Finance Corporation 
is rendering great assistance in the interest of 
the agricultural and  stock-raising industries. 
Every indication points to the resumption of 
the great Anaconda copper mines and smelters 
after the first of the year, with increasing ca- 
pacity from month to month until full produc- 
tion is reached. The Northwest is the great 
bread basket of the world and its enormous 
production of grain must find a reasonably sat- 
isfactory market. The people must eat meat 
and bread and the Northwest furnishes the big 

end of both. 


Henpon Cuune, CHUBB AND COMPANY 

I look for a slow but sure return of marine 
underwriting toward a normal basis. This will 
be due to two things—the elimination of many 
of the weak companies, which for two or three 
years have been a harmful factor in the market, 
and to public discrimination in favor of the 
old and reliable underwriting concerns. Ship- 
pers will insist on doing business with companies 
that are able to settle losses promptly and 
equitably. 


COMPANIES UPHELD 





Mississippi Supreme Court Finds 
$17,000,000 Bond Unnecessary 


REBUFF FOR STOKES V. ROBERTSON 


Bonds Furnished by Royal Indemnity Held 
Unacceptable 

The Mississippi Supreme Court dealt a 
heavy blow to Stokes V. Robertson, revenue 
agent and plaintiff in the anti-compact suit 
against the fire insurance companies, last Mon- 
day, when the ccurt affirmed the action of Asso- 
ciate Justice W. D. Anderson, who granted the 
companies the right to take an appeal from the 
chancellor’s decision without furnishing $17,- 
coo,000 bond. 

Immediately after the chancellor’s decision 
imposing approximately $8,500,000 in fines on 
the companies, their attorneys served notice of 
appeal. The agent insisted upon his 
right to require bond of the companies for 
double the amount of the penalties, whereupon 
the companies asked the Supreme Court for the 


revenue 


right to appeal with supersedeas, under which 
they would not be required to furnish this heavy 
bond. 

Justice Anderson, acting for the court, granted 
the motion, the revenue agent taking exception 
and appealing to the other members of the 
bench. The chief justice and two associate jus- 
tices sustained Justice Anderson’s ruling, Asso- 
Justice Holden reading the majority 
opinion. 

The remaining member of the bench, Asso- 
reading a 


ciate 


ciate Justice Ethridge, dissented, 
minority opinion covering fourteen typewritten 
pages. 

Three main points were involved in the deci- 
sion. It was contended, first, that the super- 
sedeas granted by Justice Anderson was con- 
trary to the provisions of the Mississippi stat- 
utes; second, that the bonds were insufficient 
and inadequate, because they were indemnity 
guaranteed by corporations domiciled out of 
Mississippi, and, finally, objection was made to 
the bonds of Royal Indemnity Company and the 
Hartford Accident and Indemnity Company, on 
the ground that the Royal Indemnity Company 
was owned by the same corporation owning and 
operating the Globe & Rutgers and North Brit- 
ish insurance companies, and that the Hartford 
Accident and Indemnity Company was owned 
and operated by the Hartford Fire Insurance 
Company, all of these companies being de- 
fendants in the anti-compact suit, and under 
judgment of the lower court. 

The Supreme Court held that Justice Ander- 
son had not acted contrary to the Mississippi 
statutes governing the granting of appeal with 
supersedeas; it also overruled the second con- 
tention, on the ground that an indemnity bond 
is a contractual agreement and can be en- 
forced in the courts of the resident State of the 
indemnifying company, if it cannot be enforced 
in the Mississippi courts. The decision recited 
the fact that it was expressly the will of the 
Mississippi Legislature that indemnity bonds be 
accepted by the courts in appeals. The court 
further held that it was unnecessary and un- 
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PERSONAL ITEMS 








Morgan G. Bulkley, president of the com- 
panies comprising the Aftna group, at Hartford, 
celebrated his 84th birthday anniversary this 
week. 

Floyd E. Waite, director of finance under 
Governor Davis, has resigned, effective January 
1. He will become attorney for the insurance 
firm of Davis-Farley Company, Cleveland, of 
which Governor Davis is a member. 

red C. Hathaway, manager of the Utah 
branch of the Mutual Life of New York for 
the past thirteen years, has resigned to take 
over the management of the company’s business 
in Los Angles, Cal. 

R. J. Neckerman, president of the Neckerman 
Insurance Agency, Madison, Wis., with offices 
in the Gay building, will soon leave to become 
superintendent of agencies for the Continental 
Casualty Company in Chicago. 

E. D. Tupper is to represent the Home of 
New York as special agent in Virginia, with 
headquarters at Richmond. He is the son of 
S. Y. Tupper, of Atlanta, manager of the 
Southern department of the Queen of New 
York. 

Ernest Oppenheimer, of Memphis, recently 
appointed by Stanley Lachman, president of 
the Tennessee Local Agents’ Association, to 
head the membership committtee of the State 
association, announces that immediately after 
January 1, he will put on a State-wide drive 
for membership. 

Elias L. Day has been appointed adjuster for 
the Hartford Accident and Indemnity at Salt 
Lake City. Mr. Day is a student of law and 
will graduate the coming spring. He will be 
located in the Vermont Building. The company 
recently appointed Heber J. Grant and Com- 
pany, Inc., of Salt Lake City, one of the best 
known agencies in the intermountain west, as 
general agents for Utah. 








reasonable to expect the defendant companies 
to furnish bends for twice the amount of the 
penalties, for the reason that the impounded 
money was not released to them, but was in the 
custody of an officer of the lower court, grant- 
ing the decree. 

The third contention of the revenue agent 
was sustained, namely, that the bonds of the 
Royal Indemnity Company and the Hartford 
Accident and Indemnity Company were un- 
acceptable, as these bonds were in effect the 
bonds of the defendants, who could not indem- 
nify the revenue agent against loss on their own 
account or, in other words, become their own 
sureties. The companies were ordered to fur- 
nish new bonds within the next thirty days, same 
to be approved by the clerk of the Chancery 
Court of Hinds county. 





An emergency fund assessment of 50 per cent 

of a year’s premium has been levied on members 
of the United States Mutual Automobile In- 
surance Company of Bay City, Mich. 
_ The Mississippi anti-trust suit took a sensa- 
tional turn Saturday, when the revenue agent 
filed garnishments against more than 300 cor- 
porations attaching any existing indebtedness to 
the defendant fire companies. These corpora- 
tions will be required to appear through at- 
torneys before a session of chancery court 
early in January to show the amount of their 
indebtedness to the fire companies. 

—Louis Rosenthal of San Francisco, who specializes 
in marine insurance, has issued a very clear wall 
calendar for 1922. 
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Life Insurance 
Salesmanship Aids 


FOUR BOOKS BY AN EXPERT 


“BUSINESS INSURANCE” 


By Forbes Lindsay 
A Concise Description of the Adaptation of Life Insurance 
to the Protection of Corporations, Business Firms and Individ- 
uals: 
This is a book designed to aid the agent in acquiring the 
ability to formulate plans to meet the needs of business firms 
and corporations for protection. 


Business Insurance Principles Illustrated by Typical Ex- 
amples drawn from Actual Experience. 


Price, in flexible binding, $1.50 per copy. 





“PRACTICAL POINTERS” 


Author of “‘Efficiency,’’ ‘“The Psychology of a Sale,’’ Etc. 


The chapter titles include Efficiency; The Efficient Agent; 
Life Insurance as a Vocation; To the Beginner; Purpose; That 
Blockhead Word; Habit; System; Prospects; Policy Illustra- 
tions; Competition; Delivering the Policy; Settlements; The 
Blues; The Viewpoint; Waste; Sentiment in Business; Pointed 
Policy Presentation; Luck; After Hours; Telling Talk. 


Surely a book of 128 pages of real ‘‘Practical Pointers,” 
handsomely bound in flexible leather, is worth $1.50 to you? 
Wouldn't one good suggestion, which would enable you to 
secure an application, be worth more than this? The sooner 
you have this book, the better it should be for your bank ac- 
count. Write for it today. 


Price, $2.00, in green flexible binding. 


“EFFICIENCY ”—NEw EDITION 


Two large editions of this work having been exhausted, the 
author has revised the book, making it more forceful in many 
respects, 


The work comprises Practical Lessons in Life Insurance 
Salesmanship as Evolved from the Practice of Forbes Lindsay, 
a Life Insurance Manager. Ten Chapters covering the whole 
range of fitness producing Efficiency. 


Price, flexible binding. . $1.25. Price, Stiff Paper, $1.00 


“THE PSYCHOLOGY OF A SALE” 


By the same author—Treats of the mental process involved 
in a sale, handled in a prattical manner with a strict avoidance 
of fanciful theory. 


Price, flexible binding. .$1.25 Price, Stiff Paper, $1.00 
WRITE FOR DESCRIPTIVE CIRCULARS 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


: Issues the most liberal forms of Ordinary Policies from 


$1,000.00 to $50,000.00, 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 


NN cs ier kwieaa ee eee eee $24, 143,510.56 

SOE OLE OEE OT TE 21,803,452.41 

Conmttal cmd Barges... «oc oncccccsceneniess 2,340,058 .15 

| Feeeemen Gee POWOR. oc occ cccvccceeceass 207,301,719. 00 

Payments to Policyholders............... 1,983,096. 17 
Total Payments to Policyholders since 

MIR 6455 osecencacwannesas $25,823,269.97 


JOHN G. WALKER, President 





ALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, Prgsipenr. 


Agents desiring to connect themselves with a solid and progressive, yet conservative 
Life Insurance Company, an address S. D. Powell, Secretary, giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive forms 
of policies. 
Ie I A RTI OPT 


MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of “business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago. U.S. A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 

















THE SECOND SUPPLEMENT TO THE HANDY GUIDE, 1921 


The second supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1921 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates, and 
annuity rates of prominent companies, and brings The Handy Guide fully 
up to date. 


Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s book, at 
35 cents each, while the price to non-subscribers will be 50 cents. The three 
supplements to the 1921 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with the first two sup- 
plements bound in, will be furnished for $4.70 for the plain edition, and $5.05 
for the thumb-indexed edition, sent postpaid on receipt of price. Orders 
should be addressed to 


THE SPECTATOR COMPANY 














CHICAGO NEW YORK 
A AN a AS TE 
alia 
1921 Edition 
The 1921 edition of the Marine Insurance Chart has just been issued and 
displays the 1920 marine and inland transactions of the marine and fire- 
marine insurance companies operating in the United States. It is printed 
in the form of a folder which may be readily carried in the pocket. 
. PRICES 
Single copies...........:..$..80 BOO CORIGE 5055: 6:6-3/0's)<.dmteraes $25.00 
EP CODICES. 6.6 6.655 ci dese UD CRIME 5 6.5 50554 3 ccc 85.00 
SO COPIES: «0.66. cee ASOD GOD COPIES... ce ce eek 125.00 
= FLEXIBLE BINDING 
DIRKIC CODY. 6655054 Seinen $1.00 SOW COPIES 360 ei els $80.00 
THE SPECTATOR COMPANY 


NEW YORK 


CHICAGO 






































December 29, 1921 


THE 


SPECTATOR 











MEDICAL EXAMINATION 
FOR 


LIFE INSURANCE 


By DR. THOMAS D. LISTER 


This is a new English work designed to assist medical ex- 
aminers for life insurance, as well as home office officials, in the 
proper treatment of applicants for insurance. It deals with 
such subjects as: The Medical Staff of a Life Insurance Com- 
pany; The Mental Attitude of the Examiner; The Examination 
Form; Personal History; General Rules as to Family and Per- 
sonal History; The Method of Conducting the Examination; 
Occupation and Habits; The Method of Compensating for 
Extra Risk, etc. 

The book embraces 168 pages and is bound in cloth and in- 


dexed. 
Price, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














The Fidelity and Casualty Company 
of New York 
92 LIBERTY STREET, NEW YORK, N.Y. 


Metropolitan Offices: 90 and 92 William Street 


ANNUAL STATEMENT DECEMBER 31, 1920 


ASSETS $24,470,003.77 
LIABILITIES 19,132,734-64 


2,000,000.03 
SURPLUS OVER ALL LIABILITIES 35337,269.18 
LOSSES PAID TO DECEMBER 31, 1920.... '78,551,312.50 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 





ORGANIZED 


CCuaran ce i; und 
Life 
ssociation 


ma @htitolatel 


PURE LIFE 
INSURANCE 
PROTECTION 


ATTRACTIVE 
CONTRACTS for 


ee MEN OF ABILITY 


EIGHTEENTH SUCCESSFUL YEAR 


Premium Income 1920. $787,895.07 
Net Assets .. ».°e # « $378, 177.24 
Surplus to Policyholders . $311,939.46 


Health and Accident Insurance Only 
Licensed in twenty-two States 
Write Heme Office for general agente territory now open 
INTER-OCEAN CASUALTY COMPANY 


Cincinnati, Ohio 


J. W. Scherr, President W. G. Alpaugh, Secretary 


$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 

















Unusual Agency Opportunities at present in 
Minnesota, Indiana and Iowa. 


Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT. Vice-Pres. KANSAS CITY, MO. 








WISE AGENTS PUSH 


“AUTOMOBILE CASUALTY INSURANCE” 


WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 


THE KANSAS CASUALTY & SURETY CO. 
J. C.O. MORSE, President WICHITA, KANSAS 


** Conservative but Aggressive” 

















Federated Fire Re-insdrance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.0@ 





Re-Insurance Business Only. 


Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 























THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect Policy-Holders - ++ «= $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 














THE SPECTATOR 





















Progress of the Equitable 





NEW FEATURES INTRODUCED IN A DECADE 








Group Life Insurance 

Group Disability Insurance 
Safety Inspections for Groups 
Home Purchase Insurance 
Refund and Cash Refund Annuity 
Income Bonds for Old Age 
New Convertible Policy 
Corporate Policy 

Endowment Annuity at 65 
Liberty Bond Policy 
Retirement Annuity 

New Survivorship Annuity 





Non-Cancellable Accident 

and Health Insurance 
Premium Waiver Clause 
Disability Income Clause 
Double Indemnity Provision 
Excess Interest Dividends 
Post Mortem Dividend 
Endowment Conversion Privilege 
Educational Fund Agreement 
Salary Continuance Agreement 
Free Health Examinations 
Special Training for Agents 














INSURANCE PROTECTION 
THAT THAT 
INSURES PROTECTS 
GROWTH IN A DECADE 

1920 1910 Increase. 
Outstanding Insurance Dec. 31st. $2,656,524,971 $1,347,158,692  $1,309,366,2'79; 
New Insurance................. 529,559,921 107,965,091 421,594,830 
Assets Dec. Or are 627,141,737 492,197,585 134,044,152' 
Liabilities Dec. 31st............ 539»140,705 409,538,600 129,602,195. 
Premium Income............... 059354,787 53,160,164 42,194,623 
er errr 132,156,942 76,289,493 55,807,449 
Payments to Policyholders...... 72,683,550 53,119,670 19,563,880: 











THE EQUITABLE, 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway 


W. A. DAY, President 


New York 
































